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Life InAawrance Edition 


“SALES FAR EXCEEDED 
ONE HALF MILLION 
MY FIRST YEAR...” 


September 16, 1954 


Cc. N. WYNKOOP Mr. W. H. Alley, Regional Manager 
The Franklin Life Insurance Company 
Tulsa, Oklahoma 


For 23 years before Dear Bill: 


considerations of health Today is the first anniversary of my association with 
the Franklin organization, and I have spent the last 
‘ c hour or two looking over the records of accomplish- 
Mr. Wynkoop’s entire ments for that period. When I first talked with you 
career was in the field last year, I had no idea that the results would be so 
gratifying. At that time I was faced with the prob- 
ee lem of changing my vocation. When one does this, 
engineering. He especially at the “‘tender” age of 47, he naturally 
had no previous life expects a loss in income. But with your able as- 
; sistance and with the assistance of the exclusive 
eee Cin contracts offered by Franklin, the accomplishments 
whatever. of this first year have amazed me. 
In reviewing the record I find that my total sales 
for the first 12 months far exceeded the one half 
million dollar mark, and my first year commissions 
exceeded the $10,000 goal by more than $6,000. When 
you set these goals for me, I thought you were being 
overly optimistic, but I now find that your figures 
were actually conservative. When you told me that 
75% of my sales (if I were successful) would be in 
the Franklin exclusives, you were also conservative. 
They represent all but four of the applications writ- 
ten—about 98% of my sales. 
I don’t know how to thank you enough for the as- 
sistance you have given me during the past year, and 
I also can not thank Franklin enough for the exclu- 
sive contracts. 


dictated a change, 


of manufacturing and 


Sincerely, 
C. N. Wynkoop 





An agent cannot long travel at a faster gait than the company he represents. 


Y WLR comeaxy 
AAA J ELALL J COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over, a Billion Six Hundred Million Dollars of Insurance in Force 
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| END, an unfamiliar town, 
a new job—and no friendly hands there to 
greet him. Just one of many young men whose 
jobs unavoidably force them to break close ties 
with families and friends. That’s why location is an 
important factor to consider in selecting a job—so 
important that college seniors in a recent survey gave 
it preference over all other job qualifications. 

You will be glad to know, then, that you can 
select your own location with The Union Central Life 
Insurance Company. Operating in 46 states, The Union 
Central serves practically every city and town from 
New York to California—wherever there are people who 
need life insurance. And there are countless people in 
your home town who can best be served by The Union 
Central and its policies that take care of every life 
insurance need from birth to age 70. 

In addition to choosing your own location, con- 
sider the many other job benefits available through 


The Union Central. A thorough training program. 
Research-tested working tools. Opportunity for steady 
advancement. Sound earnings plus liberal retirement 
and pension plans. Stable employment that does not 
rely on business conditions. And scientific aptitude 
testing to help you determine which job is best for you. 

Here is your opportunity to look forward to 
independence and security—with a deep personal satis- 
faction for worthwhile service to members of your own 
community. But get all the facts. Drop us a line and 
we'll be glad to arrange an interview at one of our 
local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 


possibili 
“special’ 


form of 
in mind 
makes it 
ferential 


One of a series of advertisements designed to be of service to men contemplating a life insurance career, appearing in 
magazines and life insurance trade press where men are likely to look for information about companies and job opportunities. 
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U.S.A. 58th 
lass matter 


New York to Probe 
‘Special’ Policies 
for Discrimination 


Department Sets Nov. 18 
for Conference with Life 
Insurers’ Representatives 


NEW YORK—Concerned about the 

possibility that various low-premium 
“special” policies that have recently 
cme on the market may be giving 
some policyholders a better break than 
others in the same company, the New 
York department has requested all 
life companies authorized in the state 
to send representatives to a confer- 
ence to be held at the department’s 
New York City office at 10 am. 
Nov. 18. 


Deputy Superintendent Straub, who 
signed the notice going to the compa- 
nies, did not specify what particular 
form of inequity the department has 
in mind but a passage in the notice 
makes it appear that since the cost dif- 
ferential is based mainly on size of 
policy the department wonders wheth- 
er the buyer of a high-minimum- 
amount special policy should pay a 
lower cost per $1,000 than the person 
who has bought a comparable non- 
special policy of the same or larger 
size, 

The department’s notice to the com- 
panies— 

‘During the past year a number of 
life insurance policy forms have been 
isued in this state and elsewhere 
which contemplate minimum amounts 
of insurance with consequent reduction 
in the rate per $1,000 as compared 
with policy forms issued under other 
plans of coverage. These forms have 
had various designations, and in most 
instances appear to be characterized 
as ‘specials’. 





“It appears that more than 30 com- 
panies are now issuing such forms and 
many of them apply to whole life or 
modified life plans, some forms apply 
to plans other than whole life or mod- 
ified life. Many of the forms contem- 
plate minimum amounts of insurance 
of $10,000 and upward. 

“In view of the present trend in 
the issuance of such forms, which 
tarry with them a rate more favorable 
than other forms, and since the differ- 
ential in rate in many instances ap- 
pears to be predicated principally on 
ize, it is desirable that this entire sub- 
lect be reviewed from the point of 
view of the equities involved. In order 
that the department might be in a 
besition to study the subject more 
fully, a conference with representa- 
lives of all life insurers authorized 
‘0 do business in this state will be 
held at this office, 61 Broadway, Room 
1312, on Thursday, Nov. 18, at 10 A. M. 
ou are requested to have a repres- 
‘tative attend to present the com- 
pany’s views. Memoranda may be sub- 
titted in advance.” 





Great Interest in 
Next Move in FTC 
A&H Citations 


So far as is known, there has been 
no decision by any of the 17 insurers 
cited by the FTC for false and mislead- 
ing advertising as to what action they 
will take either before or after the 
hearings on their cases, scheduled for 
December. 

The citations to each of the 17 in- 
surers require an answer within 20 
days from Oct. 14. The companies are 
told their answer must contain: “A 
concise statement of facts alleged in 
the complaint unless you (the insurer) 





The insurance industry joint com- 
mittee on A & H is working up a re- 
port on problems generated by the 
FTC complaints issued against 17 
A & H insurers and expected against 
still further companies. The commit- 
tee will present the report to Commis- 
sioner Martin of Louisiana, chairman 
of the A & H committee of National 
Assn. of Insurance Commissioners 
sometime in advance of the midwin- 
ter meeting of NAIC Nov. 29-Dec. 3 
in New York City. 





are without knowledge, in which case 
you shall so state. Failure to file an 
answer or plead specifically to any 
allegation of the complaint shall con- 
stitute an admission of such allega- 
tions.” 

If the companies desire to waive 
hearing on the allegations and not to 
contest, “the answer may consist of a 
statement that respondent (insurer) 
admits all the material allegations of 

(CONTINUED ON PAGE 21) 
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McLEOD NAMED 


Combs Resignation 
Called Political, 
See Reappointment 


LITTLE ROCK—The sudden resig- 
nation last week of Harvey G. Combs 
as Arkansas commissioner caught in- 
surance people by complete surprise. 
The announcement was made during a 
television program on which he en- 
dorsed Orval E. Faubus, the Democrat- 
ic candidate for governor in Tuesday’s 
election. 

Many observers feel Mr. Combs re- 
signed to support actively the candi- 
dacy of Mr. Faubus, and that he will 
be reappointed to the commissioner’s 
post when Mr. Faubus takes office 
next January. This was predicted by 
one daily here, the Arkansas Democrat. 

John A. McLeod, Jr., assistant com- 
missioner and department attorney, 
has been named acting commissioner 
by Gov. Cherry. 

Mr. Combs refused to elaborate fur- 
ther on his precipitate resignation. His 
present appointment has been on an 
interim basis. He was named after the 
1953 legislature had adjourned and 
therefore the appointment never was 
confirmed by the Arkansas senate. By 
law, the governor names the commis- 
sioner for a four-year statutory term 
with the advice and consent of the sen- 
ate. During the 1953 general assembly 
Mr. Combs served the senate as of- 
ficial secretary and chief administra- 
tive officer. 

Mr. Combs was appointed by Gov. 
Cherry, who has abstained from any 
part of the present gubernatorial cam- 


paign. He was defeated in the primary 
(CONTINUED ON PAGE 22) 











Late News Bulletins... 








Key Commissioner Changes Due; Hunt Elected 


Democratic replacement of Republican governors in Connecticut, New Mexi- 


co, New York and Pennsylvania are expected to produce changes in the heads 
of insurance departments in those states. In Connecticut, where Abe Ribicoff, 
Democrat, won over John Lodge, Republican, the present term of Ellery Allyn 
as insurance commissioner runs to next July 1. Mr. Allyn lived through one 
Democratic administration, that of Chester Bowles, but there is likely to be a 
change now. 

In New York, where it appeared that Averell Harriman had defeated Sen. 
Irving Ives, though the vote was so close that there were indications of a re- 
count, Superintendent Bohlinger and his deputies presumably will be replaced. 
There had been no clear indication of who might have been superintendent if 
Ives had won, though several persons had been discussed in insurance circles as 
possibilities, including Mr. Bohlinger himself. Louis Pink, now head of Associ- 
ated Hospital Service in New York, was the last Democratic insurance depart- 
ment head. 

In New Mexico Superintendent Apodaca is an appointee and the term is 
not specified. 

In Pennsylvania Commissioner Leslie’s term runs to January but this is 
an appointive office. 

So also is the office of commissioner in Minnesota. In Colorado, where the 
Democrats won the governorship, the insurance commissioner is civil service. 

Joe B. Hunt was elected Oklahoma commissioner. He was with the depart- 
ment for many years, but left his post there some time after Donald Dickey 
resigned as commissioner so he could campaign for election. 

Commissioner Gold of North Carolina easily won his election. Incomplete 
returns showed he defeated Republican Fred G. Frick, Hickory insurance man, 
by a margin of about three to one. 

Gold was running for the remaining two years of a term to which he was ap- 
pointed last year when Waldo C. Cheek resigned. 
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Federal Regulation 


Spectre Looms at 
NAIC Group Confab 


Interstate Contracts Under 
Differing State Laws Pose 
Tough Regulatory Problems 


NEW YORK—tThe _long-existent 
problem of how the states can regu- 
late insurance in such fashion as to 
keep the federal government from 
stepping in while at the same time not 
going so far as to hamper the writing 
of interstate group risks was spot- 
lighted at the meeting here of the 
group life subcommittee of the Na- 
tional Assn. of Insurance Commission- 
ers. 

What intensified the interest, of 
course, was the recently announced 
issuance of complaints again 17 A&H 
insurers by the federal trade commis- 
sion. 

Superintendent Bohlinger of New 
York, a member of the subcommittee, 
which is headed by Commissioner Gil- 
looly of West Virginia, seemed to re- 
gard the problem as mainly one of 
making sure that the federal authori- 
ties could not contend that any state 
is failing to supervise insurance ade- 
quately. 

The company representatives, for 
whom Alexander Query, associate gen- 
eral counsel of Prudential, was spokes- 
man, took the position that the main 
danger to be avoided is over-restric- 
tive laws that vary unduly from state 
to state and that might be regarded as 
setting up barriers to writing inter- 
state groups desired by employers, 
thereby setting in motion demands 
from influential elements among in- 
sured that these curbs be removed. 

The industry group felt there was 
little danger that the federal authori- 
ties would stir the matter up unless 
there were complaints from employ- 
ers that restrictions were making it 
difficult or impossible to write an in- 
terstate group on a _ uniform basis 
country-wide. 

Chairman Gillooly felt the company 
people were regarding too lightly the 
danger of federal regulation based on 
lack of the “adequate” type of state 
regulation described in the McCarran 
act. However, Mr. Query assured the 
commissioners with the utmost ser- 
iousness that the companies were not 
writing off the federal regulation dan- 
ger but that on the basis of thorough 
consideration of the risks involved the 
companies felt the greater danger of 
federal intervention lay in state laws 
that would restrict the writing of in- 
terstate risks on a uniform basis. It 
was pointed out that these plans are 
usually the result of bargaining be- 
tween union and employer, and the 
union is likely to take a dim view of 
having certain aspects of the benefit 
plan it bargained for prohibited in 
some states. 

Using the FTC’s complaint against 
Commercial Travelers of Utica as a 


case in point, Mr. Bohlinger spoke out 
(CONTINUED ON PAGE 23) 
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Government Plans for Reviving Its A&H 
Reinsurance Bill Described by Knowlton 


A report on the most recent thinking 
of the U. S. Department of Health, Ed- 
ucation and Welfare as to federal rein- 
surance of A&H was given by Com- 
missioner Donald Knowlton of New 
Hampshire in his address before the 
insurance group of Union League Club 
of Chicago last week. A meeting of the 
committee of National Assn. ot Insur- 
ance Commissioners handling the re- 
insurance questions with members of 
the department of HEW was related 
by Mr. Knowlton, president of NAIC, 
who had only within the past few days 
received a report of the event. 

The report, Mr. Knowlton said, indi- 
cates the government will attempt to 
put through the next Congress a bill 
very similar to the one tried in the 
last session, except that HEW is plan- 
ning to incorporate in its new bill spe- 
cific provisions to remove objections 
of certain congressmen, particularly 
Wolverton of New Jersey. 

Mr. Perkins of HEW was in charge 
of the meeting, and he suggested the 
two major areas in which the new bill 
will have more specific provisions are 
for major medical coverage and cov- 
erage of persons in rural areas. 

As to major medical, standards will 
be set up for qualification for reinsur- 
ance of this coverage. Mr. Perkins sug- 
gested making policies guaranteed re- 
newable after a certain number of 
years; providing for “very broad cov- 
erages” with certain exclusions for tu- 
perculosis, mental illness, maternity, 
etc.; provisions for incontestable 
clauses, and provisions for limiting 
amounts of coinsurance and deducti- 
bles. 

To increase coverage in the rural 
areas, the standards will cover guaran- 
teed renewability, pre-existing condi- 
tions and grace periods. He mentioned 
the possibility of a low cost “farm 
family” policy with facilities for en- 
rollment through farm groups such as 
the Grange or farm bureaus, and pro- 
visions for premium payment at a 
time when the farmer is in a liquid 
cash position. 

The report to Mr. Knowlton said: 
“It was pointed out that the develop- 
ment of standards (the area mostly 
under discussion at the meeting) car- 
ries with it the implications of regu- 
lation and that this question was one 

which collides head-on with state reg- 
ulation.” Mr. Perkins told those at the 
meeting there was no attempt on the 
part of HEW to regulate through the 
establishment of standards. The stand- 


ards are simply those to which the 
parties to the contract should be able 
lo agree, he said, adding: ‘‘No company 
is obligated to meet the standaras un- 
less it desires to avail itself of the re- 
insurance tacilities under the bill.” 

Mr. Knowlton titled his taik “The 
Impact of Public Opinion on Insurance 
Supervision.” He commented there is 
no law which says the subject of an 
address has to conform with the title, 
and he said he hoped he would be ex- 
cused from the accusation of acting in 
a false or misleading way if he 
departed somewhat from his adver- 
tised subject. 

There is no way to avoid starting 
a discussion of the current status of 
regulation without mentioning the 
SEUA case, Mr. Knowlton said. The 
laws resulting from that case have 
been a disappointment to their authors. 
They are not the answer. Even so, for 
a number of years after PL 15 and its 
accompanying state laws went into ef- 
fect the government did nothing to in- 
dicate it was interested in insurance 
supervision. However, the action of 
the department of Health, Education 
and Welfare in promoting an A&H re- 
insurance bill and the investigation of 
the federal trade commission has 
shown an awakening of government 
interest in this subject. In covering 
the FTC problems, Mr. Knowlton of- 
fered his Chicago audience a resume 
of the address he made before Na- 
tional Assn. of Independent Insurers 
the week previous at St. Louis, in 
which he expressed disappointment at 
the manner in which FTC took action. 

Mr. Knowlton, incidentally, is par- 
ticularly fitted as president of NAIC 
to cope with the FTC affair, since for 
many years he was chairman of the 
association’s A&H committee. 

Roy Davis, midwest manager of 
Assn. of Casualty & Surety Companies, 
chairman of the club’s insurance com- 
mittee, presided at the luncheon. He 
introduced a number of notables, in- 
cluding Lester Harvey, president of 
New Hampshire Fire, and Austin V. 
McKowen, vice-president; and Hugh 
Tollack, assistant secretary of NAIC’s 
headquarters office at Chicago. Also, 
Mr. Davis called for bows from four 
former insurance commissioners on 
hand, they being: James F. Ramey, 
finance committee chairman of Wash- 
ington National (Kentucky); Nellis 
Parkinson of United of Chicago (Illi- 
nois); Lee Shields, American Life Con- 
vention (Ohio), and Newell R. John- 





Greater Benefits for your clients . . . 


your clients! 


Mutual's newest policy covers 


portfolio a kit full of sales. 
Territories open in Iilinols, Indiana, Ohlo, 
Minnesota, Missour! and Wisconsin. 


(non-assessable) 
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ILLINOIS MUTUAL'S New Major Medical Expense Plan 
Protects Your Clients against Catastrophic Medical Costs 


Now there is an Illinois Mutual plan to fit the specific needs of each of 


In addition to many other sales producing policies available, Ii linois 

catastrophic medical costs, providing the 
extra money where ond when your clients need it most. The policy covers 
ALL medical expenses in full after the first $500 — $750 or $1000 de- 
ductable expense up to $5,000 — $7,500 or $10,000 with limitations only 
en the amount of dally hospital room and ambulance costs ai ides 
for rental rather than purchase of mechanical aids. 


Add this policy to your list of plans and make your 


Michigan, 


Illinois Mutual Casualty 


HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. 
cCord, President, C. C, Inman, Executive Vice President 
The best in accident, sickness and hospital insurance since 1910. 









ind provi 


Co. 


SH) J 


us 
































































































son, American Mutual Alliance (Min- 
nesota). Mr. Johnson, a former presi- 
dent of NAIC, introduced Mr. Knowl- 
ton. 

A report on the plans for the dance 
Nov. 19 of the insurance membership 
of Union League Club was given by 
Levering Cartwright, insurance jour- 
nalist and vice-chairman of the insur- 
ance committee. Mr. Cartwright men- 
tioned there were 200 on hand last 
year, and the program this year should 
induce even more to turn out. Aside 
from the reception and dance, there 
will be entertainment, he said. 


N. E. Mutual Adds 
Termination Dividend, 
Ups Some Annual Scales 


New England Mutual will increase 
dividends on all ordinary life policies 
issued since 1948, and there will be a 
new terminal dividend for endow- 
ments maturing or policies surrendered 
after a minimum of 15 years in force. 

Total dividend allotment for 1955 is 
$23.2 million, an increase of $1.9 mil- 
lion. Terminal dividends in 1955 will 
be from $2.50 to $10 per $1,000 of in- 
surance in force. The scale increases in 
proportion to length of time the policy 
has been in force. 

Dividends on policies other than or- 
dinary life, and on ordinary life pol- 
icies written prior to 1948, will remain 
at the 1954 rate, which was an increase 
over the 1953 scale. 


Old Republic Credit 10% 


Stock Dividend Vote Set 


Old Republic Credit Life has sched- 
uled a stockholders’ meeting for Nov. 
30 to act on a proposal to make a 10% 
distribution of additional shares. This 
would boost capital to $1,176,120. Pres- 
ently it is $1,069,200. 

The company has just paid its regu- 
lar dividend of 10 cents per share, 
plus an extra of 10 cents. 











1954 Philadelphia Phone 
Book Now Off the Press 


The National Underwriter Co. 
has just published the 1954 edition 
of the Philadelphia Insurance Tele- 
phone Directory, in which are listed 
the names addresses and telephone 
numbers of persons and companies 
active in insurance in Philadelphia. 
Copies may be ordered from the 
National Underwriter Co., 420 E. 
4th Street, Cincinnati 2, Ohio. The 
price is $1.00. 














Premiums Cut, Dividend! 
Raised by Conn. Mutual 


Connecticut Mutual has reduced pre- 
miums on several popular insurance) 
plans and has increased the dividend 
scale for 1955 on all plans. 

Premium reductions are _ without 
change in policy forms, reserve basis, 
nonforfeiture values or optional settle- 
ment rates, minimum policy or under. 
writing requirements. The reduction 
are on ordinary life, life paid up at 8}, 
graded premium ordinary life, and all 
term policies issued after Nov. 1. 

Premiums have also been reduced on 
policies based on life paid up at % 
which are used in connection with 
pension and profit-sharing plans. The 
reductions apply to plans which ac 
count for 49% of the company’s nev 
business by number of policies ani 
65% by volume. 

Under the dividend scale for 195i 
the company will distribute about $19, 
325,000, which is $1,925,000 more than 
1954 distribution. Approximately 
$475,000 of the increase is due to the 
higher dividend scale. The increase in 
individual dividends is greatest at th 
higher ages. It is Connecticut Mutual’ 
seventh dividend increase in 12 year 
and benefits both old and new policy- 
holders. 








The premium reduction is the firs 
change in rates since 1947. Since that 
time there has been a general in- 
provement in mortality experience, 
particularly at the older ages, whic 
has reduced the protection cost. The 
reduction is greatest for annual prt 
mium life and term policies, whic 
have the largest amount at risk. 

The average size policy on certail 
plans has increased, with the result 
that expense per $1,000 has decreased} Pi 
On ordinary life the increase has beel 
from $7,180 in 1947 to $10,731 in 1953, 
an increase of $3,551. For the sam 
period term averages have increase 
from $10,058 to $12,855, an increase d 
$2,797. For graded premium the i 
crease has been from $7,697 to $9,8% 
an increase of $2,175. 

Since dividends paid to policyhold- 
ers adjust the premiums to the a 
cost of providing benefits, equitable 
treatment between plans and betwee! 
new and existing business will & 
maintained through the dividends ct 
dited. 





e Los Angeles A&H Underwrit 
Assn. heard a talk on the use of mil 
order advertising by Patrick M 

of Reuben H. Donnelly Corp. 
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Donald Knowlton, New Hampshire commissioner and president of Najc, should 
(right) at the meeting of insurance members of Union League of Chicago with) ing 
three former commissioners, who heard him address the luncheon meeting 
From the left, Nellis Parkinson, United of Chicago, former Illinois director. 
James F. Ramey, Washington National, former Kentucky director, and Newel 
Johnson, American Mutual Alliance, former Minnesota commissioner. 
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NORTH CALIFORNIA MANAGEMENT MEET 





Agents Should Discard Fancy Mantles, 
Proclaim They Are Salesmen, Murphy Avers 


Robert E. Murphy, president of Cal- 
ifornia-Western States Life, told a 
large group of |. 
general agents, 
managers and su- 
pervisors attend- 
i the annual 
Northern Califor- 
nia Agency Man- 
agement Confer- 
ence in Berkeley ,; 
that life agents 
should quit call- 
ing themselves 
anything other 
than what they 
are — salesmen. 
Mr. Murphy said that during the past 
few years salesmen have become in- 
creasingly popular throughout the 
country, and enjoy greater prestige. 
Life agents should take advantage of 
this situation, he said, and not be bash- 
ful in telling everyone that “I sell life 





Robert E. Murphy 


insurance.” 
“The salesman makes today’s lux- 
uries tomorrow’s necessities,” Mr. 


Murphy said. “We have made progress 
in increasing the prestige of the sales- 
man and especially the life insurance 
salesman, but there’s still room for 
improvement. Is today’s life insurance 
man proud to be known as a sales- 
man? Sometimes I wonder—especially 
when their business cards show such 
classifications as life underwriter, life 
insurance counselor, estate planner, 
estate enalyst, tax adviser, special rep- 
resentative—all camouflage. Actually 
what they mean is life insurance sales- 
man. 

“Home office and field management, 
I believe, are largely responsible for 
this attitude of mind. Our training 
courses have been stressing service and 
the professional concept. We have been 
timid about coming right out and 
saying to ourselves and to our pros- 
pects that our business is to sell life 
insurance. Let’s remove this cloak of 
camouflage and join the selling revo- 
lution! Surveys show that the life in- 
surance public has much more respect 
and admiration for the life insurance 
salesman than the life insurance sales- 
man thinks the public has for him. 
Now is the time to capitalize on all 
this publicity and prestige which is 
being given the salesman. I have ob- 
served that the Million Dollar produc- 
ers do not pull any punches. They get 
the prospect to interview on their 
time, not on the prospect’s time. As a 
tule the million dollar producer con- 
ducts his interviews in his own office. 
You may call this the result of having 
prestige—I call it salesmanship. 

“What attitude do you, as managers, 
have? What do you say when a 
friend asks you what business you are 
in? Do you say ‘I sell life insurance’ 
or do you tell your friends you are a 
Manager, making the prospect wonder 
if you are permitted to sell life insur- 
ance? Help put the profession of sell- 


‘| Ng up on a pedestal where it right- 


belongs.” 
The conference, sponsored by San 
Cisco General Agents & Manag- 
es, considered selection, inspiring and 
Supervision of new and older agents 
and the over-all problems of building 


an agency. 
Arthur D. Hemphill, Equitable 
Society; Norman D. Johnston, Provi- 


dent Mutual, and J. Denny Nelson, 
Aetna, all from San Francisco, outlined 
methods and problems in the se- 


lection of men. Mr. Johnston, head of 
a new agency, told of his plan in 
building an agency from the bottom 
and the procedure he has followed in 
his program to add probably four men 
a year. The others also spoke of look- 
ing for quality in new men rather than 
quantity and the increasing attention 


given to newcomers to aid them in 
attaining a successful full time career. 
They agreed that one important re- 
quirement is selection of men who 
reveal the ability to get along with 
others in the agency and are instinc- 
tively friendly. 

Gerald W. Page, Provident Mutual, 
Los Angeles, gave a paper which de- 
tailed procedures based upon constant 
planning for progress of the agency. 


Methods for inspiring men were dis- 
cussed by George N. Quigley Jr., Man- 
ufacturers Life, Los Angeles, and A. E. 
Gravengaard, Bankers Life, Portland, 


Ore., described his methods of super- 
vising new men. 

The conference closed with some 
counsel from A. R. Jaqua, director of 
the Southern Methodist University In- 
stitute. : 

Raymond Deston, John Hancock 
Mutual, San Francisco, was general 
chairman; Stanley B. Brooks, Guard- 
ian Life, president of the San Fran- 
cisco managers, conducted the morning 
session, and E. M. Kelly, Prudential, 
president of the Oakland-East Bay 
managers, handled the afternoon pro- 
gram. 
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Verve Abounds in Sales Talks at Peoria 
Rally of Leading Illinois Life Agents 


BY CHARLES C. CLARKE 


PEORIA—Some 450 agents gathered 
here for the midyear session of IIli- 
nois Assn. of Life Underwriters and 
the customary corollarial meetings. Il- 
linois Round Table staged its annual 
convention, the Peoria sales congress 
program again rang the bell, and 
there were meetings held by Peoria 
General Agents & Managers Assn. 
and Central Illinois CLU chapter. 

The state association is well girded 
on all fronts to carry out its program, 
and more than ever before “unity and 
harmony is foremost,” declared Presi- 
dent W. Robert Moore, Connecticut 
Mutual, Decatur. Indicating harmony 
is not an intramural affair, the asso- 
ciation voted to endorse the action of 
NALW trustees in selecting Washington 
as the location for national headquar- 
ters. It was said the Illinois associa- 
tion feels the trustees did what they 
think best for NALU, and their ac- 
tion will receive full support from the 
Illinois group. 

Mr. Moore said insurance producers 
in Illinois are gaining the reputation 
as a force that will have to be reck- 
oned with politically. For the first 
time, he said the life group joined 
with other producer organizations the 
past year and met with the governor 
to offer recommendations on matters 
affecting their interests. He described 
this unified approach as laying the 
groundwork for needed legislation. 

Reporting for Kenney E. William- 
son, Massachusetts Mutual, Peoria, 
chairman of the law and legislation 


committee, Earl Schwemm, Great- 
West Life, Chicago, said association 
objectives were formulated this year 
by the entire membership. A letter 
was sent to all members soliciting their 
ideas, and these received full atten- 
tion of the committee. Bills to be 
presented include one to separate the 
licensing of property and life agents 
so as to eliminate temporary licenses 
for the latter. An attempt also will be 
made to modify that section of the 
code pertaining to group insurance, 
inserting the NALU model bill which 
stipulates group life limits of $20,000, 
or 1% times annual salary with a 
maximum of $40,000. 

A ban against the tie-in of creditor 
group or other life coverages with the 
sale of mutual funds also will be 
sought. 

Plans for 1955 already are under 
way, according to A. F. Moore, North- 
western Mutual, Ottawa, Ist vice- 
president. The annual convention will 
be held May 5-6 at the La Salle hotel, 
Chicago, and the leadership training 
conference is scheduled for June 24- 
25 at La Salle, Ill. There also will be 
a sales caravan conducted by Vincent 
B. Coffin, senior vice-president of 
Connecticut Mutual, and Ralph En- 
gelsman, New York City life insurance 
consultant. 

Reporting the association’s roster 
carried 3,395 names as of Oct. 15, 
Chester D. Walker, American United, 
Decatur, said membership activity will 
be stepped up next year, the annual 
drive beginning Nov. 1 instead of 
Jan. 1. 
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YES, we’re growing! 


HERE’S PROOF! 
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New Home Office Building Under Construction 





We're growing, yes, but we still maintain that personal, 

human touch with our policyowners and field men. This 

is as real an asset to our company as are those assets. 
carried in dollars and cents on our books. 





There are opportunities for qualified men, who want 
success with the Provident, in the ‘‘Provident States.”’ 


Presidents of four agents’ organizations, pictured at the Peoria meeting o 
Illinois life producers: A. R. Mann, Connecticut Mutual, Decatur, Central Ili. 
nois CLU chapter; E. G. Zendt, Connecticut Mutual, Peoria Assn. of Life Under. 
writers; Robert L. Walker, Peninsular Life, Orlando, Fla.. NALU, and W. Rob. 
ert Moore, Connecticut Mutual, Decatur, Illinois association. 











L. R. St. John, Union Mutual, 
Bloomington, said the A&H committee 
is considering sponsorship of an A&H 
correspondence course. This would 
stress policy content rather than sales 
techniques. Following other committee 
reports there was a showing of the 
film, “Your NALU and Mine,” which 
is narrated by Grant Taggart, Califor- 
nia-Western State Life, Cowley, Wyo., 
a past national president. 

A challenging NALU membership 
goal was set by President Robert L. 





ROUND TABLE OFFICERS 


Chairman—James F. Truman, Mas- 
sachusetts Mutual, Chicago, succeed- 
ing Harry McClarence, New York Life, 
Peoria. 

First vice-chairman—B. L. Frazer, 
John Hancock, Dixon. 

Second vice-chairman—Dave Daw- 
son, Home of New York, Chicago. 

Secretar y-treasurer—Walter O. 
Richards, John Hancock, Springfield. 

Directors—J. D. Bond, Massachu- 
setts Mutual, Robinson; W. A. Grobl, 
Prudential, Chicago; I. A. Wallins, 
New York Life, Decatur; Joseph J. 
Fitzgerald, John Hancock, Chicago; 
Kenneth A. Mullins, Great-West Life, 
Chicago, and George R. Baker, Mutual 
Benefit, Rock Island. 








Walker, Peninsular Life, Orlando, Fla., 
in addresses before the association 
banquet, the managers’ luncheon and 
the sales congress. He envisioned an 
NALU membership of more than 100.- 
000. saying greater cultivation of the 
debit agent would make this an early 
possibility. He pointed to the fine 
membership work that has been done 
in his state, where there now is one 
association member for every 1200 
persons. The Illinois ratio is one for 
every 2600, and it is even less favor- 
able in many other states. 

Mr. Walker opined debit agents 
have not been contributing as much 
as they can to NALU. Their role in 
the insurance picture is as vital as 
that of the ordinary agent, and for 
the benefit of policyholders and the 
entire industry they should be in the 
NALU fold. Ethics soon are forgotten 


group coverages. He said this departs 
from the traditional system of profes. 
sionalism so long nurtured. He warned 
of the danger of using term insurance 
along with an open end investment 
trust. The good name of life insur. 
ance is being used to back up a concept 
that goes against the tradition of the 
business, he said. No person has the 
right to gamble with surplus fund 
until all obligations have been taken 
care of, and the speaker said this very 
well could happen if the mutual fund- 
insurance tie-in is allowed to continue. 

Though not presently a problem in 
Illinois, Mr. Walker said sale of semi- 
tontine policies presents a_ serious 
threat. Because they are being sold 
under the guise of legal reserve life 


insurance, he said there is nothing 
(CONTINUED ON PAGE 22) 
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Life Insurance Company 
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JOSEPH DICKMAN, Vice President 


avoided if they join forces under a . f 
common NALU banner. To help at- ID KE T rR () I T 
tract debit men, he suggested including een 
topics of interest to them in associa- 
tion programs. 

Commenting on problems facing the 
business today, Mr. Walker deplored 
unrestricted mass selling through 
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l am going to hire 
three Life Insurance 


AGENCY SUPERINTENDENTS 


ya ILLINOIS INDIANA WISCONSIN 


departs 
profes- 
warned 


—— if... you sincerely believe your abilities and ambitions exceed your present opportunity ... 


coma if... you are interested and convinced you are equipped to do a field-building job, with the 


fe - emphasis on the recruiting, appointing, and developing of agents and general agents... ° 


s funds 


<A taken if... you aspire to graduate to a top agency position... 
S very 


al fund- ; 5 5 

ontinue if... you want an honest opportunity to prove it... then... 

blem in 

of semi- 
serious 


ing sl il want to talk with you! 


arve life 
nothing 


» This is what we offer you. Sole responsibility and accountability for all recruiting, appoint- 
ing, and the development of new agents and general agents in your territory. You will have 
100% cooperation and coordination with the home office. Local advertising is available for your 
use in initial recruiting. Agent inducements include bonuses, competitive policies, lifetime re- 
newals, effective sales aids, liberal first-year commissions, and general agency opportunities. 
You can succeed to a top agency position. 





eting of | 








This is what we want. A forceful, clear-thinking, ambitious and energetic man who will be 
assigned a large territory. A man who knows he can recruit, appoint, and develop agents and 
general agents in that area, and who wants the sole responsibility and accountability for that 
assignment. Naturally, you must know the life insurance profession thoroughly and be cap- 
able of stimulating and maintaining the genuine enthusiasm and production of your agents. 


if...the above is of interest, please write me a personal letter, giving the information you 
believe is pertinent. On the basis of your letter, an initial appointment will be arranged 
with a senior official of this company. Your confidence will be completely respected. 


E. H. HENNING 
President 


CENTRAL STANDARD LIFE 


Founded 1905 INSURANCE COMPANY 
211 West Wacker Drive, Chicago 6, Illinois 
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a + life may be provided either by pen- 7 bad factors (as previous policy 
Great We st Offering sion insurance or retirement annuity West Coast Life Has lapsed). The resulting basic rating is In 

New Retirement Plan coverage, or both. Where insurance N ew Per. sistency Rater ~ F pe qyansia two-year persistency 
ey) —_ i i i f in- : ased on company averages. 
“Monolife,” a new employe retire- Coverage 1s provided no evidence of West Coast Life has adopted a new c EAESS: 
ment plan, was introduced by Great- surability is required (within fixed persistency rating chart which was de- _ The influence of the individual agent 0; 
West Life at a conference of its group limitations by amount of insurance), Yeloped out of a study of the company’s ‘8 an all important _— for it was 
field men in Winnipeg recently. It com- additional coverage for salary in- own experience, along the lines of one found that some agents had a persist- | 
bines in a single package the flexibil- creases will be provided automatically, made by the L. I. A. M. A. Policies ©MCy record more than 10 points better N 
ity of indiviudal pension policies with 2d an interim insurance benefit may issued in 1951 were followed to the end than the company average while others med 
the economies and other benefits of be provided for employes not eligible of 1953 to determine two-year persist- Were 10 points lower for applications yeal 
group underwriting and administra- for pension. If insurance benefits are ency rates. Although the previous rater that had the same basic characteris. the 
tion. The company believes the plan not desired, only retirement annuity produced a fairly good index to per- tics. To reflect this factor, the basic grou 
will solve the problem of employers Coverage is provided. sistency, certain improvements and rating is adjusted by an agent's ad- | tion, 
who have had to decide between the | Both insurance and annuity coverage simplifications became evident. justment factor, which is redetermined | one 
two customarily available plans of in- ave cash values available on maturity The adult females, juveniles and stu- every six months on the basis both 
dividual life policies or a single mas- at normal retirement age or on prior dents had an over-all persistency rate of his actual two-year persistency Th 
ter group policy. termination of service any time after distinctly higher than adult males, and experience. ; speal 
Monolife is very flexible and adapt- the first premium has been paid. Eight were analyzed separately throughout Agents are required to complete a majc 
ible to a variety of pension formulas, °Ptions are available. the study. The most significant find- rating chart with each application, the ; 
such as salary-service, flat percentage, Now being introduced in the U. S., ing was the variation in persistency by which is expected to result in better Emp! 
uniform amount money purchase, or it is expected that the plan will be mode of premium payment, namely: prospecting, better selling, and better Ch 
binations of any two or more. The 2Vvailable in Canada next year. annual 93%, semiannual 75%, quar- persistency. The rewards are in the plans 
slides can provide life insurance ben- terly 62%, and monthly 51%. The per- first year commissions which are as | presi 
efits even for employes not eligible : sistency by age was: age 40 and over, much as 25% greater for high persist- | grout 
for pension benefits. Monolife can LIAMA Names Bergreen 80%; 30 to 39, 74%; 25 to 29, 66%, ency than for low persistency. plans 
be either contributory or non-contrib- | LIAMA has named Sholem Bergreen and under age 25, 54%. P " the é 
utory and may be written with any of YeSearch associate in charge of the Occupational groups could be char- Joins N. American L.&C. Blue 
the usual provisions for vesting of ben- — a <— Mr. acterized by the following: profes- North American Life & Casualty has | SUT8** 
efits in the employe on termination of ones yo ceo with aan ous gov. sional 78%, small merchant 69%, appointed Myron Andersun assistant to} ‘he ‘ 
ice before retirement ees ee 8 skilled worker 72%, and unskilled C. P. Palm, advertising manager. Mr, after 
Serv. ore r . ernment departments as economist and : A f I ; Ma; 
The required pension under Mono- statistician. laborer 53%. Income of the applicant Anderson was formerly with  Inves- a) 
showed no significant trend except for tors Diversified Services, Inc. of} and tl 
the high incomes which had a high Minneapolis for 12 years, eight of them | be co 
©] ¢ | persistency. Full cash with application Ain Ase gaa and sales promotion panies 
and policy size over $5,000 were pos- , ing ur 
itive factors while a record of laps¢é Honor New Indianapolis CLU’s i 
and an application for term insurance (py designations were awarded at The 
were negative factors influencing per- g breakfast meeting sponsored jointly : 
sistency. by Indianapolis CLU chapter and In-| medic: 
The new rater has three major dianapolis Assn. of Life Underwriters, meet t 
classifications: adult males, adult fe- Presentation was made by H. C,| tribute 
males, and juveniles and students. The ae, fae Agee oe > dean-{ make ; 
mode of premium payment, occupation : ;: x ness 0 
and age are then considered to obtain she new sees: See ee Se 
i Sete : laws were explained by Stuart A} ie oo 
a rating which is adjusted by good fac- Monroe, Mutual Benefit Life general pA 
tors (as cash with application) and agent in Chicago. a 
that th 
is vagu 
is cont 
amount 
by doct 
ers whi 
and the 
person 
of the Company's ol 
agency offices hold positions 
of importance and responsi- | 
bility. Each one is carefully oe, 
selected and _ thoroughly satecti 
trained through integrated risk, suc 
Company training courses. travel al 
Monthly bulletins and Home and unp 
Office training schools sup- eae 
plement and continue such _ 
training. Each cashier seeks soll 
to attain maximum efficiency objective 
in office work and in cooper- said. 
ating with the field represent- The co 
atives of the agency. in devel: 
contract 
Fi 0 A states of 
ma co 
or Uur Agents . . eka be 
York law 
IT’S HARVEST TIME Tequire a 
the majo: 
t Most 
COMPANY_OF IOWA —in'"ors. omnes THE WHOLE YEAR ‘ROUND before ap 
Using d 
James Gil 
t GREAT SOUTHERN be medic 
Lite Insurance Company 
€. Founded 1909 
we Home Office + Houston, Texas 
re 











YIM 


LS 1954 


policy 
ating is 
sistency 





al agent 
it was 
persist- 
ts better 
e others 
lications 
racteris- 
1e basic 
nt’s ad- 
ermined 
2 — basis 


‘sistency [ 


nplete a 
lication, 
n better 
d better 
» in the 
1 are as 
persist- 


4 
lalty has 
sistant to 











November 5, 1954 


LIFE INSURANCE EDITION 


7 








—_—— 
— 


Integration of Basic, 


Major Medical Into 


One Plan Foreseen as Coverage Broadens 


NEW YORK—The future of major 
medical coverage, which is now six 
years old, is likely to be a spread of 
the cover to lower salaried employe 
groups, increased employer contribu- 
tion, and a possible integration into 
one plan of the coverage provided in 
poth basic and major medical plans. 

This was the consensus of the three 
speakers who discussed the future of 
major medical insurance benefits at 
the annual conference of Council on 
Employe Benefit Plans here. 

Charles E. Tosch, employe benefit 
plans consultant of Johnson & Higgins, 
presided at the session devoted to 
group hospital, medical and surgical 
plans. Also included was a debate on 
the advantages of both insured and 
Blue Cross type hospitalization and 
surgical benefits and a discussion of 
the continuance of group insurance 
after retirement. 

Major medical is still experimental 
and the diversity of risks which must 
be covered is so great that many com- 
panies are having problems in attain- 
ing underwriting soundness, Joseph W. 
Moran, group underwriter of New 
York Life, said. 

The fundamental objectives of major 
medical were to develop a product to 
meet the demand of the public, to dis- 
tribute the cover to the public, and to 
make a successful and profitable busi- 
ness of it. The departures from this 
concept of the cover are several, and 
the controls often have to be more 
stringent than the company would like 
them to be. Among the departures are 
that the ideal risk of money available 
is vague, that the occurrence of the risk 
is controlled by the individual, the 
amount of benefits paid is determined 
by doctors, hospitals, nurses, and oth- 
ers who are paid out of the benefits, 
and the duplication of coverage one 
person may have by carrying several 
types of basic coverage so that they 
may make a profit on their illness. 


The two major controls are the de- 
ductible and coinsurance. Others are 
protection against the unmeasurable 
risk, such as that taken by persons who 
travel abroad where costs are different 
and unpredictable and other restrictive 
measures, often not intended for strict 
application by the insurer, to avoid 
abuses of the cover. When these are 
handled on a fair basis, they meet the 
objectives of employer and insurer, he 
said. 

The company has had some problems 
in developing the legal and technical 
contract draft because the laws of the 
states often did not contemplate that 
in a combined medical plan there 
would be two insurers involved. New 
York law will not allow an insurer to 
require a base plan before it will write 
the major medical coverage, although 
most groups have the basic coverage 
before applying for major medical. 

Using direct examples of experience, 
James Gillen, director of personnel re- 
Search of General Motors, explained 
the medical plan his company has had 
in effect the past two years. 

The entire medical program is brok- 
én down into four parts. Blue Cross 
and Blue Shield provide the founda- 
tion, On the second level is Health 
Service, which brings the base covers 
toa common level. The third level is a 
deductible of $100 to $300, depending 
on the employe’s salary. It covers ex- 





cesses for hospital costs which are not 
covered by Blue Cross and non-hospi- 
tal treatment. The fourth is the supple- 
mentary coverage, on which the em- 
ploye participates up to 20% of the 
loss. It is very broad and covers nearly 
every reasonable illness or affliction. 


For example, the 5-year old child of 
one employe could not talk, though 
doctors said he was organically sound. 
Psychiatrists determined that he 
needed emotional adjustment and pre- 
scribed the treatment of having a 
graduate student in psychology live 
with the child. After five months the 
child could talk. The program paid the 
salary of the student for the period in 
which she assisted the child. 


The program is sometimes called on 
to pay for air conditioners, corrective 


shoes, etc., he said. Some exclusions 
in services and supplies are dentures, 
glasses, hearing aids, beneficial travel, 
and cosmetic surgery. 

The plan limits the amount of reim- 
bursement to $10,000 per medical ex- 
pense period—12 months—for employ- 
es and $5,000 per medical expense 
period for dependents, but it has no 
aggregate limit on reimbursement. The 
program now covers 36,000 employes, 
96% of those eligible, and 82,000 de- 
pendents. It is available to employes 

(CONTINUED ON PAGE 15) 





MANUFACTURERS LIFE announces a 


REFERRED WHOLE LIFE 





PAR POLICY © 


with a low net payment schedule 


CHECK THESE FEATURES 


Ages 0 - 80 


a WN 


» Minimum amount $7,500 


» Available to substandard lives 


- High first year dividend 


premium. 


Low rates for total disability waiver of 


The new plan PLUS Family Income 


Benefit makes an extremely low cost 


maximum protection type of “package”. 


20 YEAR SUMMARY—$10,000 FACE AMOUNT— ILLUSTRATING LOW NET PAYMENTS 


Assuming dividends taken in cash 














" ; — Average Annual Average Annual 
oti ante divdendt fil 2a 
25 $169.10 $21.30 $142.00 $134.90 
35 231.00 32.30 190.90 181.80 
45 329.30 43.10 276.00 264.60 

















+ This is not a guarantee, estimate or promise of dividends or results. {t is an illustration 
based on dividends approved for distribution in 1955. 


LOWER RATES FOR NON-PAR 


Rates for our famous low cost Whole Life Non-par plan, 
have been reduced. The minimum policy is now $7,500. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


BALTIMORE 


HONOLULU ¢ LANSING 


CHICAGO 


CLEVELAND 
NEWARK °¢ 


CINCINNATI « 
e LOS ANGELES « 


DETROIT 
PHILADELPHIA ° 


HARTFORD 
PITTSBURGH 


PORTLAND * SAGINAW ¢ SAN FRANCISCO ¢ SEATTLE * SPOKANE 


Also licensed in Dist. of Columbia, Arizona, Delaware, Idaho, Minnesota and Virginia. 
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Equitable, lowa, Has 


New Rates, Policies 


Equitable Life of Iowa has an- 
nounced two new plans of insurance 
and liberalizations and changes in 
rates and dividends. 

A special paid-up at age 65, parti- 
cipating policy is now offered with a 
minimum original face value of $10,- 
000, from ages 0-14 on the juvenile 
form and at ages 10-55 on the adult 
form. The latter is also available 
substandard. 

Premiums are payable to age 65, 









Term... e 


afford it. 


— if he prefers. 


his peace of mind. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


**WE PAY AGENTS LIFETIME RENEWALS... 


FUTURE 
TYCOONS 


KNOW A MAN WHO THINKS he can’t afford the 
amount of insurance he needs — or the kind he 
wants? Cheer him up! We've a tried and tested 
answer to his problem. 


Occidental’s 5 year Convertible and Renewable 


Convertible up to age 65, to any one of a wide 
variety of permanent plans — when he can 


Renewable up to age 60 at comparably low cost 


Either—without further evidence of insurability. 
It’s his choice, when he wants to make it. 


And in the meantime — total disability benefits 
after only a 4-month waiting period—to increase 


All in all — a sound and practical plan for men 
whose incomes don’t yet match their ambitions. 


with two options then available: poli- 
cy paid-up for a guaranteed face 
amount of $1,078 for each $1,000 of 
original face amount, or surrendered 
to provide insured income on 120 
months certain and life basis of $5 
per month per $1,000 of original face 
amount for male lives or $4.45 for 
female lives. 

With its favorable net cost the poli- 
cy should appeal to the substantial 
buyer who wants his insurance paid- 
up by the time of retirement, also for 
the prospect who desires a retirement 
income dovetailing with social security 
benefits. Low ledger costs make this 
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contract especially well adapted for 
business insurance. 

The new 5 year renewable and con- 
vertible term, nonparticipating policy 
is sold standard only, at insurance 
ages 15-55, inclusive, with a $5,000 
minimum. It renews automatically 
each 5 years except that expiry date 
is policy anniversary nearest insured’s 
65th birthday. Premium rate at at- 
tained age applies at each renewal 
date. Waiver of premium disability 
and accidental death benefits will be 
considered. 

The policy may be converted with- 
out evidence of insurability as of 
original age within 5 years from date 
of policy or as of attained age any 
time on or before policy anniversary 
nearest insured’s 60th birthday. 

The regular nonparticipating 5 year 
convertible term policy continues to 
be available at rates slightly lower 
than those for the new term contract. 

Rates for all nonparticipating term 
policies and multiple protection riders 
have been decreased, with the greatest 
reductions at the younger ages where 
the company’s mortality experience 
has been most favorable. 

Also, with favorable experience, a 
marked reduction has been made in 
WP disability benefit rates, now being 
60% of those previously charged at 
ages 30-40 and ranging up to about 
78% of previous rates at ages 15 and 
55. 

Minimum age for accidental death 
benefits has been reduced to insurance 
age 5, with limit at ages 5-14 $10,000, 
the same as current limit at ages 15- 
17. Accidental death benefit rates 
have been revised, resulting in lower 
premiums at the younger ages and 
somewhat higher premiums at the 
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Leading field underwriters and their wives 
~ ore ~ense® ae to sail from Miami and spend 4 days 
: ~ and 3 nights in Cuba. The famed Hotel 
Nacional is the site of the convention. 


sessions, 


= _ ATLANTIC_ 
—— “CURRENTS 


“=< Agency Forces Plan 
“<> For HAVANA Meeting 


> , Members of the agency organization of 
statue ne Atlantic Life will hold their 1955 conven- 
; . tion in Havana in January. 


Recognition of top producers during 1954 
will be the major feature of the business 


INSURANCE COMPANY 
HOME OFFICE: Richmond, Virginia 
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higher ages. 

The most extensive change is the 
new special class (substandard) in- 
surance program. The advance in age 
method of rating has been discontin- 
ued (and the extra premium method 
will be expanded for use in connection 
with medical impairments for all 
plans. Such risks will be classified 
under one of 10 special classes. 

All term policies and term riders 
except the new 5 year renewable and 
convertible will be considered for 
risks in the first four special classes 
and for virtually all occupational clas- 
sifications. Substandard term policies 
and riders will contain conversion op- 
tions corresponding to those in stand- 
ard. The same conversion privilege is 
being offered for outstanding sub- 
standard multiple protection riders 
within the regular conversion period. 

A new dividend scale has been 
adopted for the dividend year begin- 
ning Jan. 1, 1955, which will result in 
a lower net cost for all plans in the 
current policy series issued subse- 
quent to May 1, 1952. Adjustments 
have also been made in the dividend 
formula for the various series of poli- 
cies issued prior to that date resulting 
in increased dividends in many cases 
and in no decreases for any premium 
paying policies. 

The company has issued for its 
agents a two-color four-page promo- 
tional folder titled, “Treasure Galore 
as Never Before”, describing the new 
policies and changes. 





e New business of Bankers Life of Io- 
wa the first nine months was more 
than 20% greater than for the same 
1953 period. The $186,257,422 total was 
an increase of $31,494,244. September 
business was $14,012,682. 
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WILL PAY FOR ITSELF IN 4 YEARS 


Electronic Brain Seen as Big Factor in Net 
Cost Competition by Franklin Life Expert 


Computation of agency commissions, 
one of the most difficult jobs in the 
life insurance business, will be one of 
the duties of Franklin Life’s new “em- 
ploye”, the Remington Rand Univac, A. 
C. Vanselow, assistant vice-president 
in charge of planning, told American 
Management Conference in New York 
City. 

In his talk, “Programming the Com- 
puter for Clerical Production,” Mr. 
Vanselow told why his company had 
decided on an electronic data compu- 
ting machine, how the Remington Rand 
model was chosen, and how the com- 
pany has prepared to handle the re- 
volutionary change. 
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He said Franklin’s year-end valua- 
tion figures also will be readied for 
mechanical computation. These parti- 
cular figures will join data for pre- 
mium billing, premium accounting, di- 
vidend accounting and commissions on 
a master record that will handle 12 
existing policy records at once. Since 
each of the 12 files includes about 500,- 
000 cards, the savings in file mainten- 
ance and the assurance of a much 
greater degree of accuracy can be 
seen, he said. 

With respect to the agent’s contract, 
a contract item is being set up on mag- 
netic tape for each agent. It will carry 
all rates and special conditions appli- 
cable to his contract. A statement will 
be prepared to include a listing of each 
premium paid within the contract 
period and the commission earned 
thereon. It will also include any mis- 
cellaneous charges and carry the total 
taxable earnings. 


Mr. Vanselow said the estimate of 
operating the new data processing de- 
partment (35 to 40 persons handling 
preparation and coding of data, “Uni- 
typing” the data, and operation and 
maintenance) will be about $150,000a 
year. On the asset side will be a per- 
sonnel saving of at least 200 employes 
and salaries totaling about $425,000 a 
year. This figure does not include sav- 
ings in machine rental, which now 
totals more than $80,000 a year. 

“Inasmuch as we are among the pio- 
neers in the development of applica- 
tions on electronic data processing 
machines,” he said, “we prepared a 
detailed acceptance test to enable us 
to be certain the computer could do all 
of the work in the major areas pro- 
grammed. We decided to use live data 
during the formal test which would be 
a representative portion of the poli- 
cies in force; therefore we selected 
one due day which included over 28,- 
000 policies in our master file. This 
tepresents approximately 5% of the 
total number of policies in force. 

“We plan to select and bill pre- 
miums, prepare dividends, process pre- 
miums received, make changes to the 
master file, thus processing all transac- 
tions which have occured on the 28,- 
000 policies for a period of one month. 
This, we believe, will provide a cross- 
Section of activity to be handled by the 
system. Not only are we interested in 
the accuracy of the data to be handled, 
but also the actual time required by 
our programs to process such data. We 
shall balance against totals produced 
by our present system except where 
under our tape system we have taken a 
new approach te the problem. In all 
Cases such as this we shall predeter- 
mine such totals.” 


Many systems heretofore untried 
will be incorporated into the opera- 
tion when it is perfected, he said, and 
certain other systems will be discarded 
once full production is achieved. Mis- 
takes will be made at first, “but we 
must crawl before we walk.” 

Franklin is convinced it will be able 
to pay for the Univac system in four 
years. Mr. Vanslow predicted other 


companies will be forced into electron- 
ic computation when they find they 
no longer are able to meet the low cost 
of operation and prompt service pro- 
vided by competitors. Even smaller 
companies should study its possibil- 
ities, since they, too, may feel the ef- 
fects. 


e oe e 
The company is aware of its respon- 
ponsibilities to those employes whose 
jobs may be absorbed by the machine. 
It is essential, Mr. Vanselow said, that 
new and Satisfying jobs be found for 
them. 


Boltz Prudential District Manager 

Prudential has named Frederick R. 
Boltz, home office training consultant 
since earlier this year, district man- 
ager at Maspeth, N.Y. He joined the 
company in 1937 at Rockville Centre, 
N. Y., and was appointed district staff 
manager at Hempstead, N.Y., in 1950. 


Monumental Names Two 


Monumental Life has appointed 
Frank J. Doetzer agency director and 
Wilburn C. Hale, Jr. agency executive. 
Mr. Doetzer, with the company since 
1921, has been agency executive, and 
Mr. Hale was manager at Flint, Mich. 
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I Love the Life of @ 


“My husband Bob is a ‘prospector,’ 


and I love it! 


“Out here in the Southwest men have 
prospected with pick, shovel and pan, and 
even geiger counters. Bob has his prospect- 
ing tools, too— Minnesota Mutual sales 
presentations. 


“Bob .started in 1948. Before the war 
he had worked on construction projects in 
Newfoundland. During World War II he 
was a troop carrier pilot in the South Pa- 
cific. Following his release from the Air 
Corps, Bob set up a woodworking specialty 
business which didn’t pan out. The few 
dollars he’d saved while in service were 
gone. 


“One day Bob came home and told me 
we were moving to New Mexico (we lived 
in Iowa then) to go into the life insurance 
business. 


“Today we both feel we’re lucky that 
Bob chose an insurance career. Even when 
he was recalled to active service with the 


-. 


Associated with Minnesota Mutual since 


6 
1948, Robert E. Hoff 
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pROSPECTORS Wife! 


... says Mrs. Robert E. Hoff 
of Albuquerque, New Mexico 


Air Corps in 1951 and 1952, we didn’t 
mind too much, because we knew that as 
soon as his service ended he would be back 
with his old company — in business for 
himself again. 

“T am a great believer in life insurance, 
in the profession of selling life insurance, 
and in the belief that Bob’s work is making 
a happy, secure life for us and our three 
children — Rose Marie, 414; Gary, 314; 
and Terry, brand new. 

“We know that selling Minnesota Mu- 
tual insurance isn’t the only business in 
the world, but it is the only life for us. 
Minnesota Mutual has actually given us 
a business that’s all our own; we’ve made 
so many friends in the company, and 
hundreds more among these wonderful 
Southwesterners. 


“Bob doesn’t need to prospect for gold, 
oil or uranium — he made his ‘lucky 
strike’ when he chose insurance selling 
as his career and Minnesota Mutual as 
his company.” 

od 


has ranked consistently among the top salesmen of the company. 
In 1953 he brought in $845,976 worth of new business and now has 
over $1,900,000 personally written insurance in force. This year he 


was named president of the “M” Club for having the highest re- 
newal ratio (100%) among all company agents in 1953. He also 
qualified this year for the National Quality Award, given for out- 


standing life insurance service. 
Hoff consistently makes the “50 Club.” 


ST. PAUL 1, MINNESOTA 


He has written over 
$50,000 insurance sales each month for the past two years, and he 
has been a member of the “App-A-Week Club” for better than 226 
consecutive weeks. Minnesota Mutual is proud of this “prospector.” 







THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Established 1880 






Cc Cc 


This letter, written by 
the wife of a Minne- 
sota Mutual salesman, 
is published here as a 
deserved recognition 
of the enduring con- 
tribution she and her 
= = aA are Lt 9g 
toward the continuing 
growth and progress 
of this company. 
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List Participants in PR 
Forum at LIAMA Rally 


Participating in the public relations 
forum, the opening event of the annual 
LIAMA conference at Chicago, Nov. 
9-12, will be Vice-presidents R. R. 
Davenport, Southwestern Life; Ben F. 
Hadley, Columbus Mutual; Karl Ljung, 
Jefferson Standard; John W. Sayler, 
Business Men’s Assurance, and Fred S. 
Sibley, Pacific Mutual; also A. Rogers 
Maynard, 2nd vice-president Metro- 
politan; John D. Brundage, assistant to 
the president Bankers National, and 
M. K. Henry, assistant general man- 
ager and director of agencies of Ex- 
celsior Life. 

Moderator will be Charles C. Robin- 
son, vice-president Columbian National 
and chairman of the public relations 
committee, assisted by John L. Lobin- 
gier, Jr.. LIAMA staff member. The 
full program for the first day was re- 
ported in the Oct. 15 issue. 

Compensation plans for agency su- 
pervisors, one of the topics to be taken 
up at a compensation forum Nov. 11, 
will be discussed by Dudley Dowell, 
executive vice-president of New York 
Life; William B. Stannard, vice-presi- 


dent Occidental Life of California; 
Robert A. Parish, agency secretary 
Connecticut General, and Seth C. H. 
Taylor, director of sales promotion and 
training of Sun Life of Canada. 

The forum also will include discus- 
sions of financing plans and training 
allowances for new agents. E. J. Moor- 
head, associate actuary of New Eng- 
land Mutual, is chairman of the com- 
pensation committee. 


City Adopts Hancock Ad 


A gigantic reproduction of John 
Hancock’s advertisement honoring the 
policeman was placed in front of the 
Detroit city hall during the city’s ob- 
servance of Police Week. The adver- 
tisement appeared in national maga- 
zines earlier this year. 


Stages Tax School in Milwaukee 

MILWAUKEE—The Marquette 
University law school is offering a 
course in estate planning, covering 
both tax and non-tax factors. Classes 
will be held Wednesday evenings and 
continue through Feb. 2. Insurance 
topics will be discussed by P. J. Mc- 
Caffrey, Northwestern Mutual; H. R. 
Buckman, Old Line Life general agent 
and J. Lowell Craig, Northwestern 
Mutual general agent. 














‘No man ever got lost on a straight road.”’ 


SAID LINCOLN in his crystal clear—common 
sense manner. To the man desiring to get on a 
straight road, “for profitable” future career, and 
if ready for general agent responsibility, we offer 


an ideal opportunity in the rich region west of 


the Mississippi. 


Our one hundred and fifty-eight million dollar 
company is now engaged in a comprehensive ex- 
pansion program. To get on the straight high road 
for success and profit, contact us now for com- 


plete information without obligation. 


Correspondence and exchange of information 
will be held in mutual confidence. Are you ready 
to advance with National Reserve Life? “Strong 


as the Strongest—Enduring as Rushmore*” 


Write W. E. Moore, Agcy. V.P., Agcy. Hq., Topeka 
S. H. Witmer, Chm. of the Board. H. O. Chapman, Pres. 
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NATIONAL RESERVE 
LIFE INSURANCE COMPANY 


TOPEKA + « + SIOUX FALLS 
Otreng as the Strongest - Enduring as Rushmore 
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Pru Studying Variable 
Group Annuity But Has 


Reached No Decision 

NEW YORK—Prudential is “study- 
ing the underwriting of the so-called 
variable annuity, principally along 
group lines” but no conclusion has 
been reached as to the practicability 
of such a plan. 

This was disclosed in a letter from 
Prudential to Harry K. Gutmann, 
Mutual of New York, president of the 
New York City Life Underwriters 
Assn., in answer to the letter he wrote 
to the presidents of all 68 life compa- 
nies licensed in New York. 

Aside from Farm Bureau Mutual 
Life, which has already announced ex- 
periments for the sale of a variable 
annuity, and Teachers Insurance & 
Annuity, with its College Retirement 
Equities Fund, Prudential’s reply was 
the only indication of any interest in 
the variable annuity among all of the 
42 companies replying to Mr. Gut- 
mann’s letter of July 8. However, the 
26 non-replying companies include 
several of the largest. 


U.S. Male Mortality High at 55-59 


Only three countries among 19 stu- 
died by Metropolitan Life statisticians 
have a higher death rate among males 
beyond middle age than the U.S. On 
the other hand, American children 
hold their own in the world’s mor- 
tality lists, as do American women at 
every age. 

The statisticians say it is difficult to 
find an answer to the poor mortality 
record among American males _ be- 
tween ages 55 and 59, aside from high 
death rates due to accidents. 

One possibility is that advances in 
medicine prolong the life of many per- 
sons with physical impairments. Sur- 
vival of these people may consequent- 





NEWS 


from 


NOTE 





ly be greater in the U.S., with a cor- 
responding increase in mortality later 
on. Another is that this country has a 
high proportion of over-weight people. 





American General Buys 


American Reserve, Omaha 


American General and American 
General Life of Houston have pur- 
chased controlling interest in Ameri- 
can Reserve Life of Omaha. Principal 
stockholders of American Reserve 
were Raymond F. Low, president, and 
Harold R. Hutchinson, executive vice- 
president. The American General com- 
panies have purchased the entire hold- 
ings of these officers, and have posted 
an offer to buy all other shares out- 
standing at the same price. There was 
a market bid price this week of $28.50, 

American Reserve has insurance in 
force of about $58 million, with assets 
of more than $15 million. It operates in 
10 midwestern states and this month 
is celebrating its 30th anniversary. 

Several American General Life of- 
ficers, including Chairman Burke Ba- 
ker and President Benjamin N. Wood- 
son, are in Omaha to meet personnel 
and lay plans for the future. Mr, 
Woodson has been elected to the board 
and will give general supervision to 
American Reserve affairs. It was 
stated that American Reserve probably 
will be merged into American General 
Life in due course, although no con- 
crete plans for merger are as yet 
under way. Pending merger, it will 
be headed by the same officers and 
there will be no change in its policies, 


Study Hancock Office Methods 
John Hancock’s forms controls pro- 
cedures and systems in the home office 
were examined by a group of Danish 
industrialists and educators who are 
touring the U.S. under the auspices of 
Council for International Progress in 
Management to study time, motion and 
methods analyses in American Indus- 
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A WELL-BALANCED COMPANY 


Low Cost Policy 


Fidelity’s new low cost policy, the Fidelity Special, 
has created a remarkable sales record since 
its introduction several months ago. 


This policy, written $15,000 minimum, carries a very 
; low cost with low premiums, substantial 
dividends and high cash values. 


It has raised a large number of normally $10,000 sales 
to $15,000 or more. Thus far, $23,400 has been 
the average . . . combined with Term Riders, the 
average has been much higher. Written sub-standard 
as well as standard . . . commission rates the 
same as for the Company’s regular Ordinary Life. 





The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 


PHILADELPHIA © PENNSYLVANIA 
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CHANGES ARE COMING 





Put No Faithin Present Tax Advantage 
of Uninsured Pension, Employers Warned 


NEW YORK—Employers trying to 
decide between insured and uninsured 
pension plans 
should give no 
weight to the in- 
come tax favorit- 
ism currently en- 
joyed by the unin- 
sured plans, Ray 
M. Peterson, vice- 
president and as- 
sociate actuary of 
Equitable Society, 
told the Commerce 
& Industry Assn. of 
New York’s forum 
on social security. 
He also emphasized that not only are 
insured pension funds safer but in the 
Jong run will show yields comparing 
favorably with what bank-trusteed 
plans earn on common stocks. 

Income tax discrimination against 
pension funds of insurance companies 
is on the way out, he said. Formulas 
are under consideration to provide 
needed tax relief, and until it comes, 
“It would strongly and confidently ad- 
vise that an employer make no deci- 
sion as to pension funding arrange- 
ments which is based on the assump- 
tion that this tax discrimination will 
continue.” 

In asking for cost quotations from 
banks, consultants and insurers, Mr. 
Peterson said, the employer should 
consider the environments from which 
they arose. A knowledge of this en- 
vironment would tell him that the in- 
surance company actuary and the in- 
surance company investment manager 
represent “the highest order of re- 
sponsible judgment.” 

With what order of responsibility 
were the cost figures prepared? the 
employer should ask. The insurer 
will stand fully responsible for such 
figures (subject to error correction) 
while other figures, including those 
under deposit administration con- 
tracts, are based on one’s judgment of 
what the proposed benefits will prob- 
ably cost and there is no one who will 
guarantee them. 

The buyer should beware of putting 
a halo on the actuary or on so-called 
actuarial calculations. Choice of a 
funding medium should not be based 
on relative cost quotes, since they are 
no indication of the ultimate cost. The 
decision should be based, rather, on 
the reputation, ability, stability and 
experience of the agency, and cost 
Studies, except for a quotation for de- 
ferred annuities, should be used only 
to point to the general magnitude of 
the amounts required for the pro- 
Posed plan. 

Investing trusteed funds in common 
Stocks can be precarious, he said. As 
a fairly wide practice it is in its early 
experimental stages. Future labor and 
tax conditions may add a new element 
of risk to common stocks. The char- 
acter of the market seems to be chang- 
ing in view of increased institutional 
buying. Will either the trustee or em- 
Ployer’s committee, he asked, have 
the psychological fortitude to stay 
with a program of common stock pur- 
chase during periods of depressed 
markets? 

Available data show that in the 
Past, investment earnings of life com- 
panies after investment expenses, in- 
cluding federal income taxes, have 

more favorable than the invest- 





R. M. Peterson 


ment return before trustees’ fees of 
many trusteed pension funds which 
have been in operation for some time. 

In comparing insurance company 
and consulting actuaries Mr. Peterson 
stated that the former is trained to 
think in terms of being reasonably 
certain of fund adequacy. Where de- 








YOU TOO CAN HAVE A MILLION 


Kentucky Home Mutual offers Special Plans . . . a 





most complete Poiicy Portfolio . . . close Home 
Office cooperation with its Field Representatives 


. . . and a Liberal Agency Contract. 
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ferred annuities are guaranteed he is 
ever alert to the company’s responsi- 
bility. With his actuarial know-how, 
his awareness of competitive pres- 
sures and his own sense of responsi- 
bility, he achieves a prudent result 
which is the product of conservatism 
tempered with practicability. 

The consulting, actuary, on the other 
hand, only has to recommend the 
amount of contribution and reserve 
basis. He is not responsible for fund 
adequacy of a trusteed self-adminis- 
tered plan. His recommendations, 
made under pressure from various 





itable! 









If you're looking for a top opportunity, write direct 


to Agency Department. 


MMI ¥ / : 
lit yy SURAN op MUTUAL 


RICHARD M. DAWSON, President 


points—competition of another actu- 
ary, loss of some of his responsibility, 
resistance from an employer—may 
compel him to form judgments modi- 
fied by rationalizations and the results 
may not be revealed for 15 or 20 
years. 

The continuous flow: of new funds 
into the insurance company from all 
types of premium payments removes 
any pressure for maintaining liquidity 
and permits greater flexibility of in- 
vestment timing than that available to 
a trustee who is normally compelled 

(CONTINUED ON PAGE 20) 


V. W."DICK" POE 


fi e 


GENERAL AGENT 


FAYETTE, ALABAMA 


When we asked Dick how he does it, he 
replied, ‘‘l simply follow the selling ap- 
proach offered by Kentucky Home Mutual. 
I've found it the easiest and most under- 
standable approach to field underwriting 
that I've ever worked with. As you know, 
Kentucky Home Mutual keeps sending me 
new merchandising plans . 
plications . . 
life insurance much easier and more prof- 


. . Visual ap- 
. that make the selling of 


| highly recommend an agency con- 
nection with Kentucky Home Mutual to 
anyone interested.” 
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EDITORIAL 


COMMENT 





Serious Threat to the Agency System 


At a recent meeting in Los Angeles, 
American Federation of Labor indi- 
cated that it may urge the revision of 
state laws which require the payment 
of fees and commissions to agents and 
brokers on union welfare fund insur- 
ance accounts. 

This is one of the most important— 
and serious—proposals to be made with 
respect to the agent and his function in 
many, many years. A few of those in 
the business, and some near it, recog- 
nize that such a proposal by a powerful 
labor organization, if pursued, may 
have very serious impact on the pres- 
ent methods of distributing insurance 
in the U. S. Therefore fhe assessment 
of the situation by AFL, astonishing as 
it may be in some respects to informed 
persons, is nevertheless of the utmost 
concern to both insurance companies 
and producers, in life, A&H, and fire- 
casualty insurance. 

Undoubtedly if AFL were successful 
in securing legislation at any point 
which eliminated the producer (to get 
at the elimination of his commission) 
on union welfare fund insurance, it 
could start the unraveling of the entire 
agency system. In addition, of course, 
this is an important field and if such 
funds continue to grow at anything 
like the pace they have maintained in 
the last few years, by the end of the 
next 10 years they will constitute one 
of the most important fields in insur- 
ance. 

To start with, the problem thus posed 
cannot be ignored. It cannot be solved 
with hope and faith that time will cure 
it. Companies and agents need to ex- 
amine the problem and offer a solution 
that is satisfactory to everyone invol- 
ved. It is not enough to point out that 
to some extent the union is attempting 
to turn the finger of criticism, which 
has been pointed at some of its locals, 
in other directions. That is true to a 
degree, but the AFL admits that some 
of its locals have been guilty of the 
practices with which they are charged, 
and the parent organization intends 
vigorously to pursue cleaning up its 
own establishment. 

Neither will the answer be satisfac- 
tory that there are only a few pro- 
ducers guilty of questionable practices 
such as kick-backs to union officials 
or people influential in unions, paid 
from commissions received for doing 
little or no work in the placement of 
such business. Investigation proves this 
to be the case, but the problem still 


exists, and if it is small in size, it casts 
a very long shadow. 

The solution suggested by AFL 
would, of course, be no solution at all. 
It would not solve the unions’ prob- 
lems, and it would create a great 
many for the insurance business and 
insurance departments. The elimina- 
tion of the agent or broker is not in it- 
self going to do away with kick-backs 
and other illegal activities in connec- 
tion with union welfare funds. There 
are fields in which companies operate 
direct with the customer, usually a 
customer that resembles in kind a uni- 
on to the extent that it has a whole- 
sale position and is handling a num- 
ber of insurance units. From time to 
time difficulties have cropped up in 
these fields which indicate that this 
direct relationship of insured with in- 
surer does not in itself solve the kind 
of problem AFL faces. 

It would not be sound business for 
a union to go to a company which will 
sell to it “direct”. The independent 
producer has proved over the years 
that he can provide valuable service. 
This raises the question of what serv- 
ice is, and it is one of the most import- 
ant facing the business today. In con- 
nection with union welfare funds, if 
the producer did nothing more than in- 
fluence the union to place the business 
in an excellent company, he has per- 
formed a service of very considerable, 
perhaps essential character. He may, 
by making one suggestion at the pro- 
per time, cause the establishment of an 
arrangement that will save the fund 
and its beneficiaries subsequent dif- 
ficulties. 

IT is not against the law for insurers 
to sell direct to insured, without the 
use of an independent agent or broker. 
But it is against the law for an insurer 
to do this with one insured and not 
with all. This is the way in which the 
law prohibits unfair price discrimina- 


tion. In New York this law is section | 


209, subsection 2. If an insurance come 
pany wants to dispense with the serve 


ices of the producer, it can do so, but | 


it cannot offer one insured a price 
based upon this kind of operation and 
another insured of a similar character 
a price which includes commissions for 
services of a producer and therefore 
at a higher price. 

That the size of the problem, per- 
centagewise, is not tremendous, is in- 
dicated by investigations of the New 
York insurance department into union 


welfare funds which show that less 
than 2%, over-all, has been paid in 
commissions for producer services on 
welfare fund business. That is not 
much more than a finder’s fee. Real 
estate brokers are paid 5%, mortgage 
brokers one-half of 1%, etc. 

There are some instances of compa- 
nies competing for business and paying 
as high as 15% commissions on big 
risks, and it is true that the 2% would 
amount to a lot of dollars on big cases. 
The large insurers pay graded commis- 
sions. In general, investigation shows 
that it is the smaller insurer which 
pays the high commission, even on 
large risks, presumably in an effort to 
get more premiums in this field, yet 
insurers are not always or entirely to 
blame. Some unions have encouraged 
the practice so there is margin for 
kick-backs and money for administra- 
tion and service charges which will, 
somewhere along the line, in this and 
other ways, insure to the benefit of 
unions, union officials, or persons fav- 
ored by unions. 

This has become a highly competi- 
tive field. In fact, being group busi- 
ness, and also being highly competi- 
tive, the rates offered by the reputable 
insurers are extremely favorable to 
these funds and therefore to the bene- 
ficiaries of such funds. 

There has also been some switching 
of business; some agents have taken 
advantage of the fact that in general 
this business pays a commission that is 
higher in the first year than it is in 
the succeeding years, and switch busi- 
ness from one insurer to another in 
order to keep it in the high commis- 
sion bracket. This is, of course, against 
the law in some states. The New York 
law, section 127, prohibits misrepre- 
sentations and misleading and incom- 
plete comparisons on life and A&H. 


Unions, if they wanted to, would com. 
plain about such practices where they 
exist. Here again investigation ha 
shown that there is a smal] amount q 
violation of this law. 

No one seems to have a remedy. }} 
may be that one can be evolved i 
companies, agents, unions, state super. 
visory authorities and others sit dow, 
in a calm way and attempt to do ao, 
Certainly no one, except AFL, regard 
the elimination of the agent’s commis. 
sion as the solution to the problem. 

Another suggestion is that the busi. 
ness and supervisory authorities adopt 
some sort of commission regulation, 
There has been the greatest reluctanc 
on the part of the business and th 
commissioners, and particularly the 
latter, to do this, or even approach i 

To eliminate commissions, it is gen. 
erally admitted, would be to open , 
Pandora’s box—it would be like burn. 
ing the house down to get rid of th 
rats. There are only a few rats and 
they operate in only one small come 
of the business. They do present : 
problem, but it would be ridiculow 
even to suggest that an extremely good, 
efficient and successful a distributiog 
system be scrapped to solve this on 
minor, but troublesome problem. No 
matter how low commissions are set, 
if a producer wants to rebate, he wil 
do so. There are already laws agains 
splitting commissions. 

The vast majority of producers ar 
not involved in illegal activities. No 
service broker creates the problem 
The majority of unions are not partici- 
pating in the results of illegal or ques- 
tionable practices. 

Yet the problem is there and needs 
to be solved if the business is to avoid 
a state fund for this business, or see 
unions set up their own insurers, which 
won't help anyone involved. 





PERSONAL SIDE-OF THE BUSINESS 





One of the five new members of the 
Silver Club of North American Acci- 
dent is president 
Alfred E. Forrest 
Jr. He was in- 
ducted at the an- 
nual meeting of 
the company vet- 
eran’s organization 
last week at Chi- 
cago. Membership 
now stands at 37, 
with all but eight 
still actively em- 
ployed. Diamond 
watches were pre- 
sented to each of 
the incoming members, and Miss Lucie 
Stevens, oldest employe of North 


ares 





A. E. Forrest, Jr. 


American and club president, pre- 
sented Mr. Forrest with his watch, and 
he then made the other presentations. 
After the banquet the club members 
attended the Ice Follies shew. 


James H. Daggett, president of Old 
Line Life, and Mrs. Daggett are the 
grandparents of Peter James Daggett, 
a son born recently to their son and 
daughter-in-law, the Joseph A. Dag- 
getts, Milwaukee .The baby has a sis- 
ter, Kathleen, 4, and a brother, George, 
2%. 

Horace W. Brower, president of Oc 
cidental Life of California, has bee 
elected to the board of Los Angeles 
All-Year Club, a community tourist 
promoting organization. 
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—_ DEATHS 


WALTER H. BOIREAU, general 
agent of Berkshire Life at Boston, died 
at his home in Lexington, Mass. Mr. 
Boireau entered the business in Bos- 
ton with Aetna Life, later joined 
Phoenix Mutual and became home of- 
fice agency assistant. In 1927 he went 
with State Mutual in Chicago and was 
made general agent of Berkshire Life 
at Boston in 1932. He was president of 
Massachusetts Assn. of Life Under- 
writers. He was the founder of Life 
Insurance Supervisors Club of Boston. 


L. T. NEW, who retired as vice-pres- 
ident of Imperial Life of Asheville, 
N.C., last December after 38 years’ 
service, died in an Asheville hospital 
the day after being admitted. He was 
a leader in civic and religious work. 


WILLAM T. NARDIN, 80, chairman 
of Pet Milk Co. and one time presi- 
dent ‘of the old Missouri State Life, 
died at his home in St. Louis. 


One Union Finds Way 


to Eliminate Agents 

NEW YORK—Musicians Service 
Corp. has been oganized by local 802 
of American Federation of Musicians, 
AFL, to collect insurance commissions 
on its welfare fund insurance. The 
money, which, it is said, will run about 
$25,000 in ten years, will be used ex- 
clusively for the cultural benefit of 
the community—with free concerts as 
a major function of the new corpora- 
tion. 

The new corporation has received 
alicense from the New York insurance 
department to act as agent in writing 
the union’s insurance. Its officers, 
headed by Newbold Morris, former 
president of the New York city coun- 
cil, will serve without pay. 

The welfare fund now covers only 
1,350 members of the union, but the 
union intends to extend its coverage to 
other musical groups as new contracts 
come up. Employers pay 3% into the 
fund and its present assets are $235,- 
000. The union has about 30,000 mem- 
bers in New York City. 











e@ Connecticut General has opened an 
office at Charlotte, N.C. to increase 
service to agents in the Piedmont area. 
S. Russell McGee, Jr., formerly at 
Atlanta, is manager. 


Service Guide 

















World's Only Recorder of its Kind 
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zy briefcase, containing hidden mike while 
ing, flying. Conferenc: 


MILES REPRODUCER CO., INC. 
812 Broadway, N. Y. 3, N. Y. 
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SEX— 
Variations Present 


Various Problems 
By DR. HARRY DINGMAN 


Sex morals have double standard. 
Men are forgiven for sins that they 
do not forgive in their women. Oddly 
it is women who condone, if they do 
not encourage, the double standard. 
They demand less of men than men of 
them. Not without logic. They both 
run hazard of infection. But gonorrhea 
is a vanishing disease—vanished al- 
most—and syphilis responds to short 
term treatment so it is not the deter- 
rent it used to be. The man risks 
social reputation, but not much. The 
woman risks greatly. Greatest of all 
her risks is undesired pregnancy with 
the many problems it raises socially, 
financially and maritally. Perhaps 
greatest risk the man runs is from 
outraged fathers and brothers and 
husbands. Newspaper headlines tell 
daily of homicidal violence. 

Sex problem is, usually, normal sex 
urge under lax control. Hypersex urge 
does occur, but rarely. It’s bragged 
about oftener than _ substantiable. 
Hazard is greatest at younger ages 
because of intenser desires and fewer 
inhibitions. At older age there is more 
discretion and less urge—dammit! 

Chief hazard from company insura- 
bility standpoint is character, or lack of 
it, that applicants show. If they do not 
respect the rights of others when they 
rove and roam, are they respectful of 
others in business transactions? And— 
do they overimbibe of alcoholics? Prob- 
ably. 








Sex urge, normally, is male for fe- 
male and female for male. Abnormally 
it is male for male and female for fe- 
male. Sex deviation is more prevalent 
than generally realized and ordinarily 
is a subject taboo for discussion. So 
was syphilis not so long ago. Today 
we are more realistic and discuss 
conditions as are, not as we wish they 
were. 

Many sex deviates are bisexual with 
50-50 urge, 50 for one sex, 50 for other. 
Others may be 60-40, 80-20, a few 
100 per cent. They are unfortunate. 
They are born that way, and they have 
no more control over their sex desires 
than over their temperaments. They 
have blue eyes or brown, blond hair 
or dark, and their sex urge is as it is. 
They learn to control themselves so- 
cially, but physically! their sex urge 
is as is. Male-male type is called hom- 
osexual. Female-female, lesbian. 

Insurance companies are insuring 
sex deviates every day. They are be- 
ing insured without company aware- 
ness of their peculiarity. Inspection 
companies seldom get the story for the 
simple reason that informants, even 
as applicants, don’t talk. Sex devia- 
tions is considered a hush-hush mat- 
ter. Which might make it appear that 
dangerous risks are being put on the 
books. Apparently not. Death by vio- 
lence because of sex is seldom re- 
corded in insurance claim files. Per- 
haps we may conclude as army has 
concluded, that they are good soldiers, 
law-abiding, hard-working, and above 
average in education, intelligence and 
rating. 

This is an excerpt from the 1954 edition of 
“Risk Appraisal’ by Dr. Harry Dingman, vice- 
president of Continental Assurance. Acknow- 
ledged as an authoritative work throughout 
the insurance world, more than 800 life and 
A&H companies use the book as a basic text. 
It has received enthusiastic praise from many 
million dollar producers. The new edition, to 
be available early in November, can be ob- 
tained through the National Underwriter Co. 


420 East Fourth street, Cincinnati, or any of 
its branch offices. The price is $12.50. 


Drive in Newark to 
Keep Mutual Benefit 


In a drive to keep Mutual Benefit 
Life within Newark city limits, Mayor 
Carlin plans to appoint a committee of 
union and business leaders to help 
locate the company’s new offices. 

“The city would be acting wisely in 
going as far as possible to hold a 
company like Mutual Benefit,” one 
Newark newspaper declared. “Mutual 
Benefit is a vigorous, civic-minded, 
community-conscious organization. The 
city should set right about the job of 
convincing the company it should stay 
here.” 

Suburban communities in the New- 
ark area, meanwhile, have contacted 
the company to point out the advan- 
tages of their respective areas. Newark 
real estate board sent a telegram offer- 
ing its services in assisting the com- 
pany to stay within city limits. 





Monumental Promotes Pollard 

Monumental Life has promoted W. 
Roy Pollard to administrative assistant 
in the agency department. He joined 
the cempany in 1927 and has been in 
agency department work and field op- 
erations since 1930. 


ENDOWMENT! 


full details. 





# GUARDIAN 
Gb Shoumnce Capary OF AMERICA 


FIFTY UNION SQUARE 


GUARDIAN’S NEW 


Preferred Risk 60 
with Endowment Option 

A preferred risk policy, life paid up 
at age 60—with the option, at age 60, 


of continuing premium payments to 
MATURE THE POLICY 


Minimum Amount Issued — $10,000 


General Insurance Brokers are invited 
to call the nearest GUARDIAN office for 


Grof Named to Head 
Mutual Trust G.A.s 


Assn. of General Agents of Mutual 
Trust Life at its annual two-day meet- 
ing in Chicago elected William E. Grof 
of Boston president to succeed Harold 
H. Rapalee of Elgin, Ill. Jerome O. 
Ware, Milwaukee, was named Ist vice- 
president; Arthur L. Tiedman, New 
York City, 2nd vice-president, and 
Roy E. Pease, Sumner, Ia., secretary- 
treasurer. 

There were four one-hour sessions 
on “How to Build a Successful Life 
Insurance Agency”, conducted by O. 
Sam Cummings, general agent Kansas 
City Life, Dallas. Subjects covered 
were recruiting, selection, training and 
supervision. 

Stuart Monroe, general agent Mutu- 
al Benefit Life, Chicago, talked on es- 
tate planning. 





e Howard E. Critchfield, vice-presi- 
dent of Travelers in charge of the acci- 
dent and group departments, has re- 
tired after more than 44 years with 
the company. He began with Travelers 
in Ohio, became secretary of the group 
department in 1925 and vice-president 
in 1941. 
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National, Vt. Reaches 
$1% Billion in Force 


National Life of Vermont has reach- 
ed the $1% billion life insurance in 
force mark. It added $500 million to 
its insurance in force during the past 
five years. 





Would Combine Divisions 
Of Texas Department 


Texas’ 54th Legislature must keep 
faith with the public by providing 
proper insurance laws “or be held ac- 
countable for its failure,’’ Lt. Gov. Ben 
Ramsey told the Texas Life Conven- 
tion. Once this is done, he said, the 
insurance commission must keep it in 
order. “Unless the weaknesses and in- 
justices are removed, the public, the 
state and the insurance business may 
expect to suffer untold losses.” 

Mr. Ramsey advocated that the in- 
surance commission “act as a commis- 
sion rather than function in three 
distinct divisions as it now operates.” 
Policies and services of a commission 
“under single authority and pinpointed 
responsibilities would be immeasur- 
ably improved,” he said, though “not 
a single life company” was involved in 
the rash of 1954 receivership cases, 
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Now Available in These States 


GENERAL AGENT OPPORTUNITIES 
With Expanding Company 


As a General Agent you have these 
agency-building tools. 
* A complete line of competitive insurance 


protection to sell . . 
NESS, ACCIDENT, 


* Two new financing programs 
© The Guarantee’s 5 Star Contract that 
gives you greater earnings. 
° Attractive packages to sell for all major 
life and disability needs. 
* Agency minded company. 
For full information, write—or phone—ATlantic 7100, 
J. D. Anderson, Agency Vice President, Guarantee 
Mutual Life Co., Omaha 2, 


Ralph E. Kiplinger, President 


Mr. Ramsey said nevertheless the peo- 
ple remember only that “an insurance 
company” went broke, and so the 
whole industry must reclaim its name 
and prestige. 

Commission Chairman Garland 
Smith, speaking at another session, 
said he will take action against ad- 
ditional insurance companies “within 
the very near future.” He indicated 
the action would be suits seeking re- 
ceivership of insolvent firms. 


Fiquet LIAMA Consultant 


William T. Fiquet, manager at St. 
Joseph, Mo., since 1951 for American 
Reserve Life, has joined LIAMA as a 
consultant. He went with Prudential 
in 1947 at Kansas City and later 
opened that company’s St. Joseph of- 
fice. 





Johnson Addresses Bank Assn. 


Holgar J. Johnson, president of In- 
stitute of Life Insurance, told the an- 
nual meeting of Savings Bank Assn. 
of New York State at White Sulphur 
Springs, W. Va., that outstanding in- 
stallment credit now totals about $21 
billion while cash accumulated in 
savings deposits and life insurance 
assets alone come to more than $150 
billion. He outlined a six-point public 
relations program for savings banks. 
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The Guarantee’s intensive 
expansion program means 
new opportunities for quali- 
fied men in 20 states. 

Establish a rewarding career 
as a General Agent in a lo- 
cality of your own choosing. 
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W. N. Seery Appointed 
Travelers Vice-president 


Travelers has appointed William N. 
Seery, superintendent of agencies in 
the life, accident 
and group depart- 
ment since 1949, 
vice-president of 
the group depart- 
ment. 

He joined’ the 
company in 1926 
‘in the group serv- 
- ice division of the 
» home office and 
later was assigned 
to Detroit. In 1928 
he took charge of 
the field service 
division at Columbus, O., subsequent- 
ly going to Philadelphia and New York 
in this capacity. He was transferred to 
Newark in 1936, becoming group su- 
pervisor there in 1938. Later that year 
he was named to a similar position at 
New York. In 1944 he became general 
agent for life, accident and group, and 
returned to the home office in 1949 as 
superintendent of group sales. 





William N. Seery 


Clark Bryan Discusses 


Insurance Litigation 

C. Clark Bryan, assistant general 
counsel, American Life Convention, 
addressed the insurance section of the 
Nebraska Bar in Omaha on “Highlights 
of Life Insurance Litigation—A De- 
cade in Review.” Mr. Bryan devoted 
a large part of his paper to the war 
clause problem, discussing the various 
decisions of whether the Korean con- 
flict was a “war”. 

In tracing the trend of the early 
cases favoring the beneficiaries, to the 
trend of the later cases favoring the 


insurers, the speaker commented that 
the courts are still affected as they 
were after World War II, with a sym. 
pathetic approach to the beneficiary 
which decreases in proportion to the 
number of years intervening after the 
conclusion of hostilities. 

Beginning with the famous South. 
eastern Underwriter decision Mr. Bry. 
an traced the high spots of litigation 
in the past 10 years. He also reviewed 
many other cases involving aviation 
clauses, incontestable clauses, settle. 
ment options and murder of the in. 
sured. 


B. M. A. Opens 2 Offices 


Two new district offices of Business 
Men’s Assurance opened last week at 
Celina, O., Wykoff & Ross building: 
and Bluffton, Ind., Gal-Ham building, 
E. L. Sharpe, recently appointed dis. 
trict manager, will be in charge of the 
Celina office and Glen R. O’Laverty, 
district supervisor, at Bluffton. 








Service Bureau Raises Foy 

A. G. Foy has been promoted to 2nd 
vice-president of American Service 
Bureau, the inspection affiliate of 
American Life Convention. 

With the bureau since 1930, Mr. Foy 
has managed the Helena, Mont., Oma- 
ha and Denver offices. Since 1952 he 
has been executive field director, with 
headquarters at Columbus, supervising 
activities in Ohio, Indiana and Ken. 
tucky. 





e Richard A. Bigger, associated with 
R. S. Dickson & Co. of Charlotte, 
N. C., has been elected a director of 
Missouri Ins. Co., succeeding O. B., 
Avery, resigned. Mr. Bigger also is a 
director of Gulf Life and Independ- 
ence Life of North Carolina. 





e Dallas life cashiers have elected 
Kenneth SBeauchene, Rural Life, 
president. 
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REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


Theo. P. Beasley, President 


life insurance in force exceeds 


$600,000,000.00 


PLUS: One of the most advanced agents 
Supervised offices . . . Trained Group 


Underwriting and home office staff... 
Top commissions. 


programs in the nation... 


assist agents . . . An alert 


~ Home Office, Dallas 
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Combined Basic, Major Medical Plan Foreseen 


(CONTINUED FROM PAGE 7) 








yith base salaries of $5,700 annually 
og more. Cost is $2.75 monthly for in- 
jviduals, $6 for an employe and 
gouse, and $8 for a family, including 
gl children up to 25 years of age. 
these costs include the cost of the 
Blue Cross-Blue Shield coverage. 

During the two years the program 
has been in force, 13,000 claims have 
peen filed. Typical claims described 
included the case of a normal child- 
birth of the wife of an employe in 
ouisiana, the cost was $356. The pro- 

paid $308, or 87% of the cost. 
Nothing was paid from the supplemen- 
tary cover provisions because the $48 
came under the deductible. 

Another case was for sciatica treat- 
ment of an employe who was not hos- 
pitalized. All the medicines, drugs, of- 
ficeeand house calls were paid out of the 
supplementary level of the program, 
since Blue Cross and Blue Shield do 
not cover such cases. The program 
paid 63% of the cost, or $288. 

e @ e 

In the case of the removal of a 
prain tumor of the wife of an employe, 
expense was $11,940. The program paid 
$10,178, 85%. Special nursing was a 
huge item in this case and it has been 
found to be one of the critical expenses 
that many base plans do not include. 
Of the total bill, the employe had to 
pay only $1,562. 

The program covers mental illness 
and will pay $30 a day for such treat- 
ment. 

Speaking on the future of major 
medical plans, George C. Foust Jr. of 
Towers, Perrin, Forster & Crosby, out- 
lined developments which are import- 
ant now and which he believes will 
become even more So. 

Management and employes. both 
realize that the protection is obviously 
necessary and there is a definite trend 
toward extending eligibility to the 
middle and lower paid employes, to de- 
pendents of employes and to pension- 
ers. 

Another trend is to overlap basic and 
Major medical coverages. At present 
basic plans are acquiring some attri- 
butes of major medical and major 
medical is delving into the areas of 
basic benefits. 

e @ e 

Insurers still disagree on whether or 
not the maximum claim of major med- 
ical should be defined on a per disabil- 
ity or a per person basis, on how to 
handle reinstatement and whether the 
present rules will be practical, and on 
whether an employe has to be totally 
disabled to have a major medical claim 
or whether he could be going to work 
and be treated in the evenings and on 
weekends. At present, some plans per- 
mit a claim where insured is not house 
or hospital confined. 

The attitude of the labor unions is 
going to be more of a factor in the fu- 
ture. Labor leaders emphasize they 
want a comprehensive coverage and 
they like the high maximum benefit, 
but they resist deductible and coin- 
surance, 

_ There are several ways of broaden- 
ing benefits as time goes on, includ- 
ing the solution of the present blank 
spot in workmen’s compensation cases. 
The problem of eliminating WC cases 
's primarily caused by technical diffi- 
tulties with the state laws. Labor and 
employes argue that if WC can be add- 
ed to A&S, why can’t it be added to 
major medical? The problem is differ- 
ent, but it can be worked out by mov- 





ing major medical down the wage 
scale. Another broadening aspect may 
be in the definition of “doctor” to in- 
clude osteopaths and practical nurses. 

A way of sharing the premium cost 
of major medical will also expand its 
area. The plans are now mostly em- 
ploye pay-all types but the trend is 
away from this. With the hope for re- 
funds or dividends in the future, em- 
ployers believe they could use these 
to increase benefits. 

Blue Cross has become a sort of fis- 
cal arm of local hospitals, E. A. Van 
Steenwyk, executive vice-president of 
Associated Hospital Service of Phila- 
delphia, said, speaking on hospitaliza- 
tion and surgical benefits—insured or 
Blue Cross. 

American hospitals want, in hospital 
insurance plans, that all insurance sold 
should meet the hospital bills of in- 
sured, that the entire community be 
given the opportunity to enroll in hos- 
pital plans. People left out of such 
enrollment represent the votes for 
compulsory medical coverage, he 
warned. 

He said Blue Cross may have to 
make some adjustments for the future. 
These may include a part payment by 
the subscriber of the hospital bill. He 
suggested perhaps a part for the first 
10 days of hospitalization. Another 
adjustment may have to be made in 
the present exclusion of benefits when 
hospitalization is solely for diagnostic 
service. However, in Philadelphia, it 
has been shown that such hospital ad- 
missions constitute only 3% of the 
total. Blue Cross and Blue Shield are 
now begining to offer in and out pa- 
tient diagnostic service on a coinsur- 
ance basis, he said. 

Tailormade benefit plans for indus- 
tries are now being written by Blue 
Cross-Blue Shield and in some in- 
stances the benefits can be arranged 
so there is no difference from state to 
state. Z 

Speaking for insured medical plans, 
R. R. Shinn, vice-president of Metro- 
politan Life, said there is substantial 
agreement in many fields between 
Blue Cross and insured plans. Both 
emphasize’ the pre-payment and risk 
sharing ideals. (In a short time Metro- 


politan will announce a plan to allow 
a person in a group plan to convert to 
individual coverage, he said.) 

But, he said, there are also basic 
differences between insured and Blue 
Cross plans. There are no two Blue 
Cross-Blue Shield plans alike while 
insured plans are the same _ nation- 
wide. Insured plans have a dollar limit 
which make it necessary for employers 
to analyze their plan’s adequacy from 
time to time. 

The insured plans also offer services 
for blood and blood plasma, anaesthes- 
ia by other than hospital employes, 
confinements for dental surgery, emer- 
gency out-patient care, X-ray, ambu- 
lance, non-member hospital services 
and payment for such illnesses as 
tuberculosis, mental disorders, drug 
addiction, alcoholism, etc. 

Another difference is that Blue 
Cross charges all groups the same rate 
in the same state, while insured plans 
reflect the differences in type of em- 
ployment and the experience involved. 

The public is going to have to be ed- 
ucated out of its belief that insurance 
will cover the entire hospital bill. The 
present attitude often leads to unnec- 
essary hospitalization and other abuses. 

Many employers are _ considering 
extending the basic coverage to in and 
out patient coverage, and liberalizing 
benefits in catastrophe cases and in- 
cluding therein a $25 or $50 deductible 
to lessen small claims. 

Retired persons are going to have 
to be kept, in some manner, on the rolls 
of medical and surgical as well as life 
insurance plans, H. A. Hillman, direc- 
tor of wage, salary and employe bene- 
fits administration of Westinghouse 
Electric, and Jason D. Lindower, man- 
ager of the retirement department of 
Owens-Illinois Glass Co., emphasized. 

The problems with such continuance 
are great, especially when the contri- 
bution of the employe must be in- 
creased on retirement. Mr. Hillman 
said that under their new plan pension 
payments were increased for future re- 
tired and then are gradually reduced 
to 25% of the original amount at re- 
tirement. This plan avoids the exces- 
sive costs to the company it experienc- 
ed at the outset of the plan. The hospi- 
tal and surgical plans also presented a 
difficult problem. Those employes who 
had Blue Cross were allowed to con- 
tinue it on an individual basis. How- 


ever, now a limited plan is provided 
for retired employes. Experience to 
date has shown that claims are not 
nearly so high as anticipated and are 
running less than half the claim expe- 
rience of active employes. 

Owens-Illinois Glass, Mr. Lindower 
said, worked out a program whereby a 
part of the life insurance to be paid 
in death benefits can be used for hos- 
pital and surgical benefits by the re- 
tired employe. However, he has found 
that many would rather leave the 
benefits to heirs. 

Most retired employes indicated in a 
survey that they wanted some sort of 
hospital and surgical plan. 


Gibraltar Life Appoints 


C.N. Ruff Utah Manager 


Gibraltar Life 
has named C. N. 
Ruff Utah man- 
ager with head- 





quarters at Salt 
Lake City. 

Mr. Ruff has 
been in life in- 


surance in Utah 
for 12 years, most 
recently as dis- 
trict manager at 
Salt Lake City 
for Ameriean Na- 
tional. 


Voids Boston Mutual Poll 


WASHINGTON—National labor re- 
lations board has ordered set aside the 
run-off election held last April 15 
among Boston Mutual Life agents and 
has remanded the proceeding to the 
board’s first regional director for 
holding another election “at such time 
as he deems the circumstances permit 
the free choice of a bargaining repre- 
sentative.” 

The case involved Insurance Agents 
International Union, AFL, and Insur- 
ance Workers of America, CIO. The 
former filed objections to the run-off 
result and the regional director ruled 
that company conduct interfered with 
free choice. The company also filed 
exceptions. The board ruled that the 
employer’s statements in two letters 
to employes amounted to interference. 


F. W. Rei to Home Office 


Bankers Life of Nebraska has ap- 
pointed Frank W. Rei assistant direc- 
tor of training at the home office. He 
formerly was assistant general agent 
at Portland, Ore. 





C. N. Ruff 








No. 5 in a series of 
father-son combinations 
in the 
Modern Woodmen 


Agency Force. 








OLIVER GWALTNEY 


District Manager Oliver Gwaltney, Gordonsville, 
Tenn., has been a consistent producer of good 
quality business since b ing jated with the 
Modern Woodmen Agency force in 1932. He 
has held membership in the Society's top 
production clubs for the past 14 years and is 
maintaining that same pace for 1954. His success 
and high regard for the Modern Woodmen 
Agency program, caused his son "Bill" to choose 

a similar career with this Society. 








THE GWALTNEYS OF TENNESSEE 





WM. I. GWALTNEY 


“Bill" Gwaltney, Greeneville, Tenn., became a 
District Manager in 1951, following a “prepping” 
period under the capable tutelage of his father. 
That he is fast becoining the second competent 
life underwriter in the Gwaltney family is shown 
by his new business volume for the past three 
years. A keen student of life insurance, Bill has an 
exceptional record in fitting the contract to 

the client's needs. His work in the juvenile field 
has been particularly outstanding. @ 





Increased earnings and the opportunity to 

“get ahead" are built into the future of the 
Modern Woodmen agent. If you want a career 
with a future—one that will give you an opportunity 
to use your talents to the fullest— there's a 
place for you at Modern Woodmen. 









MODERN 
WOODMEN 
@ OF AMERICA 


ROCK ISLAND, ILLINOIS 
Assets exceed $182,080,000 


(Est. 1883) 
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tional regional 
sales clinics. 

In pointing out 
important parts of 
the code and their 
effects on the agent’s service, Mr. Sie- 
ger paid particular attention to the 
elimination of the premium payment 
test for estate tax purposes, and to the 
modification of the “transfer for a 
valuable consideration” rule. 

Abolition of the premium payment 
test, he said, would mean the sale of 
additional millions of dollars of life 
insurance and would pave the way for 
creation of more independent estates. 
With relaxation of the “transfer” rule, 
life insurance has been given a highly 
preferred position in the field of fund- 
ing buy-sell agreements and_ the 
ground has been laid for increased 
sales of key-men insurance. 

The effect of the new law on bank 
loan plans was examined by Richard 
J. O’Brien, assistant superintendent 
of agencies. He said the 1954 code still 
permits advantageous writing of these 
plans, but urged that each case be 





W. J. Sieger 


A&H portfolio and increased maternity 
benefits for the hospital expense plan. 

Agents should not feel there is any 
mystery in pension trust cases, nor 
should they eye the business with fear, 
Mr. O’Brien said. These cases should 
be based on a simple formula using 
social security benefits. With 95% of 
all firms employing 20 or less, the 
pension business should be an “every 
day acquaintance” of the agent. 

Mr. Sieger pointed to a study which 
showed a higher persistency for busi- 
ness written on the monthly draft 
plan than on an annual basis. Under 
this plan, the company draws a draft 
on the policyholder’s bank account and 
the cancelled draft is returned te him 
as his receipt. 

John W. Kelley, manager of sales 
promotion, discussed new sales litera- 
ture. 


Conn. Mutual New Business Up 

Connecticut Mutual’s insurance in 
force rose $163,162,650 in the first 
nine months of the year to a total of 
$2,818,426,357. New paid business in 
the same period amounted to $251,- 
917,076, up $1,505,297. 











Assets. 


amount of travel. 


NEEDED 
SUPERINTENDENT OF AGENCIES 


for a sound, rapidly-growing Company with 
around Seven Hundred Millions of Insurance in 
Force and over a Hundred and Fifty Millions of 


Applicant must have experience in recruit- 
ing, training and supervision of a sales organiza- 
tion. The position would demand the normal 


A Company Vice-President will be at the 
Edgewater Beach Hotel, Chicago, during the week 
of November 7, 1954. In order that our Vice- 
President may contact you, send your qualifica- 
tions, under confidential cover, and where you 
may be reached by telephone during that week to: 


B-35 NATIONAL UNDERWRITER 
175 West Jackson Blvd. 
Chicago 4, Illinois 




















WASHINGTON—Government Em- 
ployes Ins. Co., Government Employes 
Life, and Government Employes Corp. 
have asked the securities and exchange 
commission to prohibit a projected mu- 
tual fund from using the designation 
“Government Employes Mutual Fund” 
as being deceptive and misleading. The 
SEC said it would hold a hearing Nov. 
16, considering not only whether the 
name would infringe on the insurance 
companies’ good-will but also whether 
it might not imply approval of the fund 
or its activities by the government. 


Honor for Miss Renzland 


The first woman to receive the 
prized life insurance agency manage- 
ment certificate awarded by American 
College is Miss Anne Renzland, super- 
visor of the correspondence course di- 
vision of the training department of 
Equitable Society. She was one of 14 
throughout the country to receive the 
certificate this year. 

In addition, Miss Renzland won her 
CLU designation. The dual honors 
were awarded at the annual confer- 
ment luncheon of the New York CLU 
chapter in New York City. 








Buys United Forces Life 


Southwestern Fidelity Life has pur- 
chased the assets of United Forces Life 
of Houston for a consideration of $50,- 
000. United Forces has about $3 mil- 
lion of insurance in force, all of which 
will be reinsured by Southwestern. 
United Forces annual premium income 
is $70,000. 


Medical Research Fund Reports 


Life Insuramce Medical Research 
Fund, which is supported by contribu- 
tions from its 142 life company mem- 
bers, has appropriated more than $6,- 
350,000 in the past nine years for re- 
search in diseases of the heart and 
blood vessels, it notes in its annual 
report for 1953-54. Grants and fellow- 
ships totaled $848,592 in the year end- 
ed June 30, 1954. M. Albert Linton, 
chairman of Provident Mutual Life, is 
chairman of the fund. 








Travelers Makes Field Changes 


Travelers has appointed as assistant 
district group supervisors Malcolm R. 
Alley, Pittsburgh, and Stanley A. 
Frederick, Jr., Toledo; group super- 
visors Donald B. Stevens, Buffalo; 
Eugene J. Donahue, Chicago; Arvid B. 
Gose, Peoria; Walter C. Blaney, Roch- 
ester, N.Y.; Thomas D. Philp, Detroit, 
= George D. Hankins, Jacksonville, 

a. 
Appointed field supervisors are 
Thomas F. Nickerson, New Haven; 
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ASSISTANT MEDICAL DIRECTOR 


An Assistant Medical Director is needed 
immediately by a fast growing, mid-westem 
Life Company. 

This is a newly created position brought 
about by rapid expansion. 

We need a man between the ages of 3§ 
and 45 with a degree—Doctor of Med 
cine, Class A School. 

Two to five years experience in the active 
practice of medicine and/or two yean 
related experience in the Life Insurance 
field is desired. (Specialized training such 
as post-graduate work and a residency in 
medicine is preferred). 

Starting salary up to $11,000. Excellent 
program of Employee Benefits. Moving 
expenses will be paid. , 
Please write a resume of your education, 
and actual experience c/o Box No. B-55, 
The National Underwriter Co., 175 W, 
Jackson Blvd., Chicago 4, Ill. 








ACTUARY—WANTED 


Midwest Consulting office has opening for 
young Associate or Fellow. Adda 273, 
The National Underwriter Company, 175 
West Jackson Boulevard, Chicago 4, Ili 
nois. 








AGENCY SUPERVISOR WANTED 


Well established Southeastern Combination 
Company has opening for Company Supervisor 
of Agencies. Must have successful background, 
Give complete personal history. Address Ne 
tional Underwriter Company Box B-42, 175 W. 
Jackson Bivd., Chicago 4, Illinois. ; 








WANTED 


Responsible position with Life Company. Mami: 
Age 45. 23 Years experience. College coum 
in actuarial mathematics. Associate L.O.MA 
Now Secretary of Life Company in southwesh 
Desire more oneacengag poe ie Pr 
progressive company. Salary ,000. 

B-70, The National Underwriter Co., ‘ae 
Jackson Blvd., Chicago 4, Ill. 5 

















OPPORTUNITY FOR 

H. & A. FIELD MAN 
We're a small midwestern company and 
want a top-notch man to get in on the 
floor and grow with us. Man we seek 
not have years of experience but he must 
high calibre. Send details in confidence 
B-72, The National Underwriter Co., 175 
Jackson Blvd., Chicago 4, Ill. 














ARE YOU THIS MAN? 
A quality Eastern insurance company writing non-cancellable A&H, Life — 
and Group, would like to tell the story of its DETROIT GENERAL © 
AGENCY OPPORTUNITY to an experienced man who aspires to bigger " 
things. This is an established agency for which we seek qualified sales — 
leadership. Managerial experience desirable but not essential. Tell us — 
about yourself and your production record. Your confidence will be © 
respected, of course. Address box B-73, The National Underwriter Co. ~ 
175 W. Jackson Blvd., Chicago 4, Ill. z 
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Revenue Code Offers 
Sales Openings: Thore 


CINCINNATI—Many new sales fac- 
tors for agents are provided in the new 
internal revenue code, Eugene M. 
Thore, general counsel Life Insurance 
Assn., told a capacity crowd at the open 
meeting sponsored annually by Cin- 
cinnati CLU chapter. For 25 years, up 
to the present, life insurance lost some 
of its advantages tax-wise, he said. 
The three major areas were loss of the 
exemption under the estate tax law, 


EQUIPPED 


Brice Fulghum, 4 years in life 
insurance and in each of those 
years a Pacific Mutual Big Tree 
Club Top-Star, is one of San Fran- 
cisco’s outstanding field under- 
writers. 


Says Brice, an officer in his city’s 
Leading Producers Club, ‘Pacific 
Mutual’s practical selling aids, 
including audio-visual material, 
plus the company’s superior 
coverages and my General 
Agent's continuous guidance, 
have equipped me to do a pro- 
gressively effective job in solving 
the economic problems of my 
husiness and professional clien- 
tele. I'm equipped to serve—and 
to succeed!” 
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inequities imposed by the 3% rule 
applied to annuities, and inability to 
transfer ownership of life insurance 
similar to other property by way of 
gift. With the new code, the trend is 
reversed and life insurance is facing a 
new era, he asserted. 

Discussing specific changes made by 
the code which affect life insurance 
and annuities, he commented it is not 
perfect and interpretive regulations 
will be issued. He expects the annuity 
section regulations shortly but the 
premium payment section interpreta- 
tions might not be out until spring. 
He lauded the work of Judd Benson, 
Union Central Life, Cincinnati, in get- 
ting rid of the premium payment test 
in Congress, saying this should be 
known as the “Judd Benson amend- 
ment”. 

Insured pension plans are at a dis- 
advantage because the investment in- 
come of an insurance company is taxed 
at 642%, while there is no such tax in 
case of a pension plan funded by a 
trust company, Mr. Thore averred. 
New pension legislation may be ex- 
pected in the next Congress. It is also 
probable that a plan to permit self- 
employed to set up their own retire- 
ment plans on a tax exempt basis will 
be forthcoming. Legislation along both 
lines was deleted from the new code 
because of the crowded schedule and 
lack of time. 

On the unfavorable recent publicity 
concerning A&H, he said work has 
been going along for some time and 
he is hopeful that something will be 
done. This is also true of the labor wel- 
fare fund evils which have been 
brought out. 

The industry has three possible atti- 
tudes toward legislation, he declared: 
Hostility, compromise, or cooperative 
existence, the last being the only pos- 
sible choice, he emphasized—the prob- 
lem of the government must be recog- 
nized and the industry must live with 
it. 


Manhattan Names Fuerst 


Pittsburgh Agency Partner 


E. Donald Fuerst, formerly with 
Home Life of New 
York, has joined 
Manhattan Life as 
a partner’ with 
Harry W. Porter 
in the new gener- 
al agency at Pitts- 
burgh. Mr. Fuerst 
was with U. S. 
Steel for 13 years 
before entering 
the business. Mr. 
Porter was ap- 
pointed earlier 
this year. The 
agency will spe- 
cialize in broker- 


E. Donald Fuerst 


age business. 


Judge Quits in Shenandoah Case 


The judge hearing Shenandoah 
Life’s. suit in federal district court 
against District of Columbia Superin- 
tendent Jordan has left the bench be- 
cause he is a Shenandoah policyholder. 
The withdrawal of Judge Holtzoff, who 
owns a $2,000 policy with the company, 
resulted in a continuation to Nov. 3 
before another judge. 

Shenandoah is seeking renewal of 
its license, denied by Mr. Jordan on 
grounds that it has not complied with 
the district’s law relating to. group in- 
surance. 


Goes Into Field from Home Office 


Edmond F. Karam, formerly direc- 
tor of sales promotion of U.S: Life, 
has joined the Baron general agency 
at Brooklyn, effective Nov. 15. While 
at the home office-Mr. Karam helped 
develop agents’ sales material. 


$$ 


See the Man From 
Manhattan for 
OUTSTANDING 
BROKERAGE 
SERVICE 


Here are just 7 of the Many Sales 





Tools He Places at Your Disposal: 





. YEARLY RENEWABLE TERM to Issue Age 64 inclusive. 


. SUB-STANDARD, up to and including 750% Mortality. 
All plans, except Juvenile and Preferred Risk. 


. SOME PLANs ISSUED TO AGE 75. 


. WoMEN GET SAME RATES as Men for Life Insurance, 
same Waiver of Premium Benefit, and Double In- 
demnity on Standard Issues. 


. HIGHLY COMPETITIVE PARTICIPATING ANNUITIES. 


. Non-MEDICAL TO AND INCLUDING AGE 45 for Men 
and Women. 


GROUP LIFE SUPERIMPOSED on existing group for key 
personnel where there are as few as 25 lives. 


A Copy of “42 Manhattan Life Features” 


May Help You Make Plenty 
of Extra Dollars 


It is yours for 
the asking. New, 
revised edition 
brings you right 
up-to-date on what 
The Manhattan 
Life offers. 





m Century 


MATTAN LIFE 


‘A 
INSURANG& COMPANY 
of NEw YORK, 

Home Office: 120 West 57th Street, New York 19, N. Y. 

JUdson 6-2370 
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when you 
see 
this sign.... 


He’s 21. He’s optimistic and ambitious. He’s ready to 
listen to MASTERPLAN. 


Bill’s annual premium is just $276.90. 

The face value of his policy is $10,000. At 39, Bill’s 

policy is paid-up. Or the year is 1974. He’s had 20 years 
of protection and now has $2,000 in cash he can 
withdraw. If he does, his full $10,000 estate still continues 
in force... at greatly reduced rates. If Bill pays 

premiums until 57, he will have paid in $9,968.40. At 65 
he receives $18,000 (including dividends) ...a clear profit 
to Bill of $8,031.60, in addition to having enjoyed at 
least $10,000 of insurance protection for 44 years. 


Extraordinary case? ... NO! Exceptional benefits? ... YES! 
And these are just a few of the many unique features 
of MASTERPLAN—a Complete Insurance Program 
wrapped-up in one simple, easy to sell package. 


For further information about MASTERPLAN write 
Frank Vesser, Vice President 


General American Life 
one of the nation’s leading mutual legal reserve companies 


ST. LOUIS, MO. 
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NEWS OF LIFE ASSOCIATIONS 





N.Y. City Ass’n to Hear 
About Farm Bureau's Plan 
for Selling Fund Shares 


NEW YORK—Members of the New 
York City Life Underwriters Assn. 
will have a chance to learn all about 
Farm Bureau Mutual Life’s project of 
having its agents in certain territories 
sell mutual fund shares as well as 
life insurance. The association’s meet- 
ing Nov. 18 at 2:30 p.m. in the En- 
gineering Societies auditorium at 25 
West 39th street will have as speaker 
Robert A. Rennie, director of statisti- 
cal research, of Farm Bureau. Com- 
menting on Mr. Rennie’s talk will be 
President Claude Benner of Contin- 
ental American Life, who is a firm 
believer in the orthodox system of 
life insurance selling and investment. 

“The life insurance industry and 
your role as a salesman within it, 
stand on the brink of possible radical 
change,” President Harry K. Gut- 
mann of the local association wrote in 
announcing this meeting. “The change 
is subtle, hardly recognizable, but 
nonetheless it is becoming more ap- 
parent each passing day and month 
that our product and our market may 
take on a new look. Our association 
has decided to take the bull by the 
horns, so to speak, and bring these 
issues into full gaze, because these 
issues may have serious import for 
your future as a life insurance man.” 





Two Indiana Agent Groups 


to Hold Consecutive Meets 


Indiana Assn. of Life Underwriters 
and Indiana Leaders Club will hold 
consecutive annual meetings next April 
at Turkey Run state park. The associ- 
ation will meet April 28-29 and the 
Leaders Club April 29-30. Previously 
there has been no connection between 
the meetings. 

Spokesman for the Leaders Club 
stressed the meetings will not be joint, 
but merely consecutive. The only joint 
session will be a luncheon April 29 
when the speaker will close the state 
association meeting and at the same 
time give the opening address for the 
Leaders Club gathering. 

The meeting arrangement is being 
looked on with interest in the state 
where the Leaders Club and the state 
association have not always seen eye- 
to-eye in such matters as agents’ ex- 
amination laws. While originally a 
creation of the state association, the 
Leaders Club has long asserted com- 
plete autonomy except for the require- 
ment that applicants for membership 
be members of their local and state 
life underwriters association. 

The new arrangement is considered 
an achievement for Francis Davis, 
president of the state association, who 
has had as an objective closer rela- 
tionship between the two groups. 


Institute for Tenn. Agents 


Speakers at the two-day life under- 
writers’ institute at Nashville, spon- 
sored by Tennessee Assn. of Life Un- 
derwriters and University of Tennes- 
see, were Hilbert Rust, president of 
Insurance R&R, Indianapolis; William 
Kinnally, Northwestern Mutual Life, 
Milwaukee; Jack Krause, Penn Mu- 
tual, Lansing, Mich., and J. Homer 
Hardy, tax and estate attorney, Chat- 
tanooga. 


Confer at Austin Assn. 


Austin, Tex. Assn. of Life Under- 
writers held its CLU conferment, with 
designations being presented to Willi- 
am G. Chote, Southwestern Life, and 








C. B. Albright, Plymouth Life of Au. 
stin, by J. Andrew Fitzgerald, associate 
dean of college of business adminis. 
tration University of Texas. In prais. 
ing the American college, Dean Fitz. 
gerald called attention to the fact that 
insurance people own their designation 
of CLU, while other professional de. 
grees are owned by institutions, the 
state or the government. Bert G. Rip. 
ley, CLU, Southwestern Life, Wichit, 
Falls, the guest speaker gave his “Phil. 
osophy of Life”, pointing out the var. 
ious essentials a man needs to succeed, 











LEADER IN | 
WORLD-WIDE LIFE |, 
INSURANCE and 
pioneer in employer- 
employee Group 
protection plans, the 
Sun Life of Canada 
gives unequalled 
service to the holders 
of nearly two million 
policies and Group 
certificates, from 
offices situated in 
strategic key centers 
around the globe. 





SUN LIFE 


ASSURANCE COMPANY 


OF CANADA 


¢ Head Office: Montreal 
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O’TOOLE ASSOCIATES 
Management Consultants 


To Insurance Companies 
Established 1945 


P.O. Box 101 Queens Village, N. Y- 
Phone — Hollis 4-0942 
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John Murtha, American General Life, Mutual, past-president of the asso- lian, Hughs & Quillian Mutual Benefit Life U. Conti, Prudential, “Put Some Meat on the 
gave a report on the LUTC classes. ciation, at a meeting addressed by ot agency, Milwaukee, at its October Bones”, Nov. 12, and Fayette County, John D. 
—_—_—- William King, Fidelity Mutual, St. a iain a kl ae Kelleher, Sun Life of Canada, “Various Mar- 
tbrick Makes S. W. Swi Louis, a long-time friend of Mr. Wil- tion of NAL con- kets”, Nov. 18. All are Pittsburgh men ex- 
ie Ki T1C akes ». -nwing nave vention o: U. cept Mr. Conti, who is at Ellwood City, Pa. 
of Au- Tips on business insurance were giv- Jack Thornton, Penn Mutual, was _ Toledo, 0.—‘“Human Life Values in Life In- Oklahoma City—Courses in parts 1 and 2 
ssociate | en by I. S. Kibrick, New York Life, awarded the CLU scholarship estab- surance” was the topic of Dr. Solomn S, of the LUTC program have commenced and 
\dminis- Boston, at meetings of several life un- lished by Central Bank & Trust Co. of Huebner, president emeritus of the American will continue every Saturday for 26 weeks. 
n ag derwriter associations in bo south- Denver. College. ; ee cot — Fg — ee Mu- 
m itz. west. He made talks at Dallas, Hous- : Syracuse—Lester O. Schriver, managing di- : ‘ : 
‘act that} ton, San Antonio, Austin, Baton Rouge _Dallas—Four speakers at the annual sales , ctor of the National association spoke at a _ S* Paul—Speaker at the October meeting 
ignation — hs ate according to Mr pry 4 ‘Sie fea Ps luncheon marking the 50th anniversary of the bei oe a aa penn me oon 
mal de. e bes , . : eee ’ local association. Representatives of civic, law PrOPate court. eee aes 
ns, th Kibrick, are the men who have en- Were: Isaac S. Kibrick, New York Life, Boston; and banking groups attended 23 by C. S. Ohsner, Columbus, O., indepen- 
» We : A : Noel Welsh, CLU, Metropolitan Life manager t d 
G Rip- tered business with a small or medium at Tulsa; James R. Adams, CLU, American ee 
ichi amount of capital, perhaps borrowed. : : : : _, Washington, D. C.—W. Rankin Furey, pres- Benton Harbor, Mich.—The Benton Harbor- 
Wichita il Id a bb National, southeast director of agencies, and ident of Berkshire Life spoke on “The Miss- a > 
s “Phil They 7. ln tee A tio pM A - Clarence R. Darling, associate director S.M.U. ing Ingredient.” ' pF pant aenosiation ie contains yhtercea 
he var- cause 0. L Institute. program, W owar agle, erican 
. olicyholders. sae , United Life, instructing. 
succeed, | better policy Philadelphia—Charles J. Chambers, Pruden- |. yr pr C.—Pasquale A. Quarto, direc- 
i i he annual CLU  scholarshi OF oO ng of Life Underwriter Training Green Bay, Wis.—In cooperation with the 
ke T 1 La tial, received the nua P council ke 
———| Speaks on fex. Insurance LaWS = awarded by Fidelity-Philadelphia Trust Co. at » oe Northeast Wisconsin association, Green Bay 
San Antonio, Tex., Assn. of Life Un- a joint meeting of the association and Phil- yr ansing, Mich.—Fred E. Colewell and Wayne pgp eae and adult schools are offering _ 
derwriters heard Sidney H. Wieder- adelphia CLU chapter. The scholarship pro- croxto naked of the CLU course. P. W. MacKenzie, insur 
= Union Central Life caslenal di- vides four years of study at the Wharton oxton are instructors for the LUTC program. ance teacher for the state vocational schools, 
ann, 5) a is instructor. 
' tor of the Texas association, on *°?°°- San Antonio—Classes of parts 1 and 2 of 
bs Milwaukee—Instructors for LUTC classes are 
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legislation he believes is needed in 
Texas to correct some of the weak- 
nesses in the insurance laws as they 
now stand. 

He listed these as a strict agent 
qualification law, the regulation of 
sale of stock by life companies being 
organized, and a law to increase the 
minimum amount of capital of such a 
company, as well as a law on the eval- 
uation of its property to prevent fraud- 
ulent misrepresentation of assets. Also, 
a law to prevent the sale of special 
policies which lend themselves to mis- 
representation; and the need to in- 
crease appropriations for the insur- 
ance department so that it may proper- 
ly carry out the laws which it is to 
administer. 





Wilkerson Wins Denver Award 


W. E. Wilkerson, retired general 
agent of Mutual Benefit Life at Den- 
ver, received the Denver Assn. of Life 
Underwriters J. Stanley Edwards 
award for outstanding service to the 
community and industry. Presentation 
was made by Helen Hankins, Penn 


New York—Harry K. Gutmann, Mutual of 
New York, president of the association, spoke 
on “You and Life Insurance,” and Harry Phil- 
lips 3rd, Penn Mutual, New York, covered 
“Selling the Young Man with the Aid of So- 
cial Security” at a meeting of the Bronx 
branch. 


Hastings, Neb.—Four charter members were 
honored at the association’s 25th anniversary 
celebration, attended by 80 members and 
guests. Those honored were E. A. Peetzke, Ed- 
win L. Stratton, Frank H. Conrad and F. H. 
Eldredge. Dr. Dale Welch, president of Hast- 
ings college, was the speaker. 


Newark—Eugene M. Thore, general counsel 
of Life Insurance Assn., discussed the signifi- 
cance to life agents and policyholders of the 
1954 tax revisions, and reviewed social se- 
curity changes, the A&H reinsurance bill, and 
other legislative developments. 


Corpus Christi—The association’s sales con- 
gress will be held here Nov. 12, with the 
“Rustlers Party” being held the preceding 
night. 

Logansport, Ind.—Large display ads are be- 
ing used in newspapers by bers as part 
of a social security-insurance promotion. 


Racine, Wis.—The Racine-Kenosha associ- 
tion at its October meeting heard Paul Quil- 








OPENING FOR 


SECOND GENERAL AGENCY 


CHIC 


AGO TERRITORY 


We are interested in placing a 
second General Agency in the city 
of Chicago, Illinois. 


LUTC have begun, the instructors being R. D. 
Penney, American H&L; Lean McMahon, Jef- 
ferson Standard, and O. L. Butler, Connecti- 
cut Mutual. 


Pittsburgh—Branch speakers, topics and 
dates beginning Nov. 5 are: Butler, Jack L. 
Cardinal, Prudential, “Term and Squirm”; 
New Castle, John R. Fox, Fidelity Mutual, “If 
They Prefer You, They'll Refer You”; Wash- 
ington, Carl L. Ensley, Prudential, “Closing— 
the Easy Way”, Nov. 10; Beaver Valley; Arch 


Paul Von Paumgartten, Mutual Benefit, and 
Aubrey Comey, National of Vermont. Sessions 
will be held Wednesday and Friday afternoons 
at the Northwestern Mutual home office. 


Erie, Pa.—The new tax law as it concerns 
the individual agent was di d by Th 
B. Dempsey, public accountant. 

Oshkosh, Wis.—Films on selling and the part 
local associations play in NALU activity were 
shown at a meeting of the Fox River Valley 
association. 








NUMBER 


Union Labor Life 


recent survey of 


in the 


arate: = — afte. 


have an interest 


that's the ranking attained by The 
's Annual Report in a 


yearly statements. 


We're especially proud of this honor 
because our Company has always been 
conscious of the public relations value of 
our Annual Report. 


The Union Labor Life has achieved 
an excellent record of growth and progress 
service of. its policyholders and we 
want our message to reach all those who 


pioneered in providing health and welfare 


ONE... 


life insurance company 


in the Company that 








If you are interested, contact 
Agency Department, Peoples Life 
| Insurance Company. Your reply 
will be held in strict confidence. 


benefits for the organized wage earner. 


We invite you to write for a copy of 








our Annual Report. 
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Says Not to Rely on Tax 


Status of Uninsured Pension 
(CONTINUED FROM PAGE 11) 

to put money to work upon receipt. 

Unlike the bank trustee, Mr. Peterson 

said, the investment manager does not 

have to watch the peculiar circum- 

stances of separate funds. 

The greater the responsibility as- 
sumed by the employer in the trust 
agreement, the lesser will be that felt 
by the bank trustee. Where the respon- 
sibility is equal a disagreement may 
result as to who is to blame if invest- 
ment results are bad. The trustee may 
go several ways and meet frustration. 


On top of this, his fees are low and 
the severe competition now for pen- 
sion business may militate against in- 
creases. 

With the prospect of continuing 
mortality improvement and a trend 
toward lower rather than higher or 
stable interest rates, the sober busi- 
ness man should be impressed with 
the insurance company actuary’s pru- 
dence in recommending or requiring 
a greater rate of contribution and a 
higher level of reserve maintenance. 
This actuary will be aware that a 
higher level of reserve maintenance 
will produce a lower cost outlay be- 
cause of the larger sums at work 
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CALIFORNIA IND. & NEB. 
COATES, HERFURTH & Haight, Davis & Haight, Inc. 
ENGLAND Consulting Actuaries 


Consulting Actuaries 


San Francisco Denver Los Angeles 


ARTHUR M. HAIGHT, President 
Indianapolis -- Omaha 


























RON STEVER and COMPANY 


CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


H. M. Sarason, F.S.A. 
K. C. Stever, C.P.A. 


Los Angeles and San Francisco 


GA. VA.=-N.Y. 


BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 


Atlanta * Richmond ¢ New York 
ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 


6 
Telephone FRanklin 2-2633 



































Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRenklin 2-4020 


Herry &. Tressel, M.A.1.A. Ww. P. 
m Welt fman, FSA, W Sweod 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
Telephone FRanklin 2-3868 
135 S. La Salle St. Chicago 3, Il. 





MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 














ST. LOUIS KANSAS CITY 
NEW YORK 
Consulting Actuaries 


Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 

















OKLAHOMA 





W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OELA. 











} PENNSYLVANIA 





FRANK M. SPEAKMAN 


CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
THE BOURSE PHILADELPHIA 











New Subscription Order Form 
THE NATIONAL UNDERWRITER Life Insurance Edition 
420 E. Fourth Street, Cincinnati 2, Ohio 


As a new subscriber, enter my personal subscription to start with 
the next issue: 


(-] $18.00 enclosed for three full years. 
NAME 

HOME ADDRESS 

CITY. 
COMPANY. 
POSITION. 


(2 $7 enclosed for one year. 








ZONE STATE. 











(Above rates good only in United States) 











Indianapolis Life Appoints 
A.R. Meyer Field Supervisor 


“Alvin R. Meyer, has been “appointed 
field supervisor for Indianapolis Life, 
according toAgen- 
cy Vice-president 
Arnold Berg. 

With 29 years 
in life insurance, 
he has outstand- 
ing qualifications 
for his new posi- 
tion. He has been 
with Indianapolis 
Life as a field as- 
sociate since 1942. 
Previously he 
spent 17 years 
with New York 
Life as an agent 
and agency organ- 





A. R. Meyer 


izer. 

Mr. Meyer has consistently ranked 
among the company’s leading produc- 
ers. He qualified for the Million Dol- 
lar Round Table for the past two 
years. For nine straight years he has 
received the National Quality Award. 
He is active in Indianapolis Assn. of 
Life Underwriters and is a member of 
Indiana Leaders Club. A specialist in 
estate planning and life insurance for 
tax and business purposes, Mr. Meyer 
has taught insurance courses given by 
Indiana University in conjunction 
with Life Underwriters Training 
Council. 


President's Club of Penn 
Mutual Holds Conference 


President Malcolm Adam of Penn 
Mutual Life was host to 29 winning 
company producers from over the 
country at a three-day meeting at the 
home office. In their second year in 
the business these members of the 
President’s club for new organization 
had paid for $12,671,557 on 1,755 lives 
—an individual average of $436, 950 on 
more than 60 lives, with an average 
case of $7,220. 

An education conference under 

Aaron M. Royal, manager of field 
training, stressed business insurance, 
sales opportunities using the new tax 
law, pensions and profit-sharing, and 
salary allotment during the daytime 
sessions; and organized group discus- 
sions on practical field orekiaias in the 
evening. 
Justin E. Marshall of the William D. 
Hagen agency, Spokane, whose second 
year production totaled $608,754, more 
than double the business produced in 
his first year, spoke. A rather slow 
starter after he joined the Hagen 
agency in 1952, in his first year Mr. 
Marshall relied "heavily on direct mail, 
and all but a few thousand dollars of 
that year’s business was traceable to 
its use. Still a _Strong believer in heavy 
mailings, he is “on time” for a mil- 
lion total in 1954. 

George W. Stewart of the James B. 
Eckenrode Jr. agency, Pittsburgh, a 
Million Dollar Round Table qualitier 
for 15 years, shared his enthusiasm for 
the business with these relatively new 
men and encouragingly stimulated 
them with the thought that what he 
had done they most certainly could do. 


Gold Won't Quibble 


Commissioner Gold said he won't 
quarrel with Rep. Goodman over that 
legislator’s proposal to make the com- 
missioner’s office appointive rather 
than elective. 

The choice is with the assembly and 
the people, he said. Whatever they do 
is satisfactory with him. 

Mr. Goodman’s suggestion is given 
ae chance of success in the legisla- 
ure. 











Job Caused Cancer, Not Cigarettes 
Widow’s workmen’s compensation 


payments totaling $10,000 were award- 
ed the widow of a Providence man . 


who died of lung cancer after the court 


_ ruled that the illness was not induced 





by smoking cigarets but by breathing 
soot and dust in the boiler room in 
which he worked at Providence Gas 
Cc 


0. 

Mrs. Mary Yaremchoak will receive 
WC payments of $16 a week for 600 
weeks and $500 burial expenses. Testi- 
mony had been given that cigaret 
smoking was as likely a cause of the 
cancer as the man’s work, but the 
judge said he was satisfied that while 
smoking may have contributed to the 
disease, the man’s long occupational 
exposure to coal dust and soot was a 
proximate cause of his contracting 
lung cancer. 


Build Your Agency 


ff fe 


WILL a ATTRACTED 


H. S. McCONACHIE 
VICE PRESIDENT 


AMERICAN MUTUAL LIFE 
INSURANCE COMPANY 


DES MOINES 7, l|OWA 





QUTHERAN BROTHERHOOD now has better 

thon MALF A BILLION BD 

worth of life insurance in force! 

Much of LUTHERAN 
SROTHERHOOD'S 


eemarkable growth 
as a fraternal Society 


each of a 
more than half a 
million dollars worth 
of life insurance dus- 
ing 1953. 


e first nine 


During th months of 1954, the 
Lutheran ‘Brotherhood Sales Force produced 


00 
of new life insurance, issued and paid for. 


This io an 16.40% Bnevenee over over the sales of 
new business for the first nine months of 1958. 


Admitted Assets as of December 31, 1953 
$84,320,974.21 


Life Insurance in force Geptember 30, 1954 
$533,486,832.00 

tf you are interested in your sales opportunities, write 

an interesting booklet, CAREER OPPORTUNITIES.” 

S THIS 18 Yous LIFE INSURANCE SOCIETY 


Lutheran Brotherhood 


LEGAL LESERVE LIFE INSURANCE 
RL F. GRANRUD. President 
~ © Minneopolis 2, Minnesoto 








sexlineestiee ft 


tte hin 





tears say Y Con ae 
treaty Tl Bs Matngiens 


DOLLARS 


















Noven 








Grec 


—_———— 


fact ch 
true. S 
waiver 
alleged 
as to tl 
upon ‘s 
and or 
matter 
dure.” 
reserve 
submit 
sions of 
If the 
days, ar 
at the I 
to auth 
ings ex 
to find 
in” and 
on the | 
It is 
batch ¢ 
earlier « 
been de 
The sec 
charged 
lieved. 
~The ir 
of the « 
immedi 
jurisdict 
probabl; 
pear at 
the dec: 
could g¢ 
cept cea 
ter cour 
mission 
field, an 
rather | 
state su 
It is 











November 5, 1954 


LIFE INSURANCE EDITION 


21 





—— 
=— 


Great Interest in Next FTC Move in Citations 


(CONTINUED FROM PAGE 1) 





fact charged in the complaint to be 
true. Such answer will constitute a 
waiver of any hearing as to the facts 
alleged in the complaint and findings 
as to the facts and conclusions based 
upon such answer shall be made 
and order entered disposing of the 
matter without any intervening proce- 
dure.’ The companies may, however, 
reserve in such an answer the right to 
submit proposed findings and conclu- 
sions of fact and the right to appeal. 

If there is no answer filed within 20 
days, and the companies do not appear 
at the hearings, this “shall be deemed 
to authorize the commission and hear- 
ings examiner, without further notice, 
to find the facts to be as alleged here- 
in’ and a cease and desist order based 
on the allegations shall be entered. 

It is understood that the second 
patch of FTC complaints, reported 
earlier due for issuance this week, has 
been delayed for another week or so. 
The second group of insurers to be 
charged will number about 15, it is be- 
lieved. 
~The insurers, under the requirements 
of the citations, could file an answer 
immediately challenging the FTC as to 
jurisdiction or on the facts, or more 
probably they could answer and ap- 
pear at the hearing and then appeal 
the decision if it is adverse, or they 
could go along with the FTIC and ac- 
cept cease and desist orders. The lat- 
ter course, however, would be an ad- 
mission of FTC jurisdiction in this 
field, and might open the way to some 
rather delicate problems of federal- 
state supervision. 

It is known that a number of the 


commissioners are incensed at the FTC 
action. They feel they have been ig- 
nored, or worse, that they have been 
shoved aside. If the FTC is allowed by 
default, say to assume _ jurisdiction 
over A&H advertising, the question 
arises as to where this jurisdiction 
ends. Where would companies seek ap- 
proval of advertising material if they 
are presently getting approval from 
the states? Would they still go to the 
state and the FTC or FTC alone? 

Two or three of the companies which 
have issued statements on the FTC ac- 
tion have indicated the matter is really 
a question for the courts to decide, and 
Donald Knowlton of New Hampshire, 
president of NAIC, has said the same 
thing. However, there has been no ans- 
wer as yet as to who will go the court 
or on what grounds. 

The executive committee of NAIC 
had a special session at St. Louis last 
week to discuss the FTC action, but no 
statement was issued and it is not 
known what course NAIC will take. It 
is known that at that meeting there 
was agitation by some of the commis- 
sioners for a challenge of the FTC ju- 
risdiction, but evidently this was voted 
down. 

FTC got its nose in the door of ad- 
vertising regulation several years ago 
when it came to an agreement with a 
number of mail order A&H insurers 
operating on an unlicensed basis in 
many states. The citations of Oct. 14 
named two or three of these companies, 
and this has been particularly upset- 
ting to them. They thought they were 
more or less under the protective wing 
of FTC through membership in Assn. 


of Insurance Advertisers, because they 
had understood that FTC was giving 
the O.K. to advertisers of AIA com- 
panies. 

A good many of the company hear- 
ings will be conducted the middle of 
December at Chicago and the hearing 
officer for these insurers will be Loren 
Laughlin, the former Nebraska com- 
missioner. 

The statement of Mutual Benefit 
H&A which was printed in the Oct. 21 
issue of THE NATIONAL UNDERWRITER 
was published in the Louisville news- 
papers by R. B. Condon agency of 
Mutual Benefit. This statement con- 
tains the sentence: “Undoubtedly this 
will be a legal question which the 
courts will have to ultimately deter- 
mine.” : 

Commissioner Lange of Wisconsin 
said his office is planning no investiga- 
tion of Mutual Benefit. This is the only 
company licensed in Wisconsin men- 
tioned in the FTC charges. Mr. Lange 
said he has received no complaints 
about the practices described as false 
or misleading by the FTC in Wisconsin, 
and added he doubts it has ever ad- 
vertised in that manner there. Some of 
the other companies named by FTC 
have applied for Wisconsin licenses, 
but have been refused, he said. 


Mutual Benefit Names 


Boardman at Boston 


Arthur G. Boardman has been ap- 
pointed general agent of Mutual Ben- 
efit Life at Boston. Formerly assistant 
general agent at Boston, he succeeds 
Fern D. Haselton, whose retirement 
was announced at a dinner in his 
honor. 

Mr. Boardman has been in the life 
business since 1934, has attended the 
LIAMA management school and is 
treasurer of the Boston CLU chapter. 


Aetna Boosts 1955 
Dividend Scale 


Aetna Life has increased the 1955 
dividend scale on participating ordi- 
nary policies. Dividends payable in 
1955 will come to approximately $4,- 
500,000, an increase of 99% over the 
amount that would have been paid 
under the scale in effect this year. 

The rate of interest to be paid in 
1955 on proceeds of participating pol- 
icies left with the company and on 
dividend accumulations, has been 
raised to 3%, except where a higher 
rate is guaranteed. The rate formerly 
was 23%4%. 

A similar increase to 3% was made 
in the rate of interest to be paid in 
the non-participating department, ex- 
cept where a higher rate is guaranteed. 





Nebraska Supreme Court 


to Hear Annuity Tax Case 


Nebraska’s supreme court has been 
asked to rule on the validity of a 1952 
insurance department order requiring 
payment of a premium tax on annuity 
business in the state. The matter will 
come before the court on an appeal 
from a Lancaster county district court 
dismissal of a petition filed by Bankers 
Life of Iowa. The petition seeks to void 
an order of the former insurance di- 
rector, Loren Laughlin. 





Texas Selection Men Meet 


Texas Home Office Life Underwrit- 
ers Assn. at its October meeting in 
Dallas heard a panel discussion on cur- 
rent problems. Making up the panel 
moderated by E. F. Brewer, Republic 
National, were Douglas Ibbott, South- 
western Life; H. J. Bradlaw, National 
Bankers Life; Dr. R. B. Giles, Univer- 
sal L.&A. and Dr. D. W. Carter, Jr., 
Reserve Life. 
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Leading Illinois Life Agents Hold Peoria Meeting 


(CONTINUED FROM PAGE 4) 


er and Nutt. There also were talks by 
W. Walter Smith, Metropolitan Life 
agent at Rutherfordton, N. C., and C. 
S. Oshner, Columbus, O., life insur- 





more dangerous to the business. Es- 
timates of return to policyholders who 
outlive the specified period usually 
are grossly exaggerated, and conse- 
quently can arouse deep disappoint- 
ment and lead to animosity toward 
the entire business. 

Mr. Walker said current talk about 
possible advantages of different life 
insurance distributional methods can 
be overcome by a strong NALU com- 
prised of members dedicated to the 
idea of professionalism. 

This theme was expanded by James 
Ross, deputy superintendent of the I1- 
linois department who made a sub- 
stitute appearance at the banquet for 
Director Justin McCarthy. Referring 
to the trend for “department store in- 
surance selling,” Mr. Ross said the 
qualified agent has nothing to fear as 
long as he renders service and proper- 
ly takes care of each man’s insurance 
needs. 

Illinois Round Table at its luncheon 
heard Frank C. Toombs, Springfield, 
Tll., tax analyst, explain the effect of 
the new revenue code on life insur- 
ance selling. 

Addressing the managers’ luncheon, 


Hal Nutt, director of the Purdue 
course, wondered if too much time is 
being spent on secondary rather than 
primary purposes. He cautioned 
against bogging down an agent with 
details and formulas for prospecting, 
record keeping, financing or with 
close supervision. Prospecting, al- 
though important, is not the prime re- 
quisite. First there must be a polishing 
of the agent’s ability to go out and 
close cases. Sooner or later the agent 
must get out and do the selling job 
himself, and supervision should rec- 
ognize this. 

Management processes, according to 
Mr. Nutt, must get down to funda- 
mentals. The agent should be made to 
see more people, and be furnished a 
well-planned sales talk that he knows 
perfectly. Package selling should be 
stressed, as too many agents today 
become involved in complicated pro- 
gramming without selling insurance. 
The various aids to agents are valu- 
able only as long as they are not used 
as substitutes for seeing and selling 
prospects. 

The sales congress program included 
repeat performances by Messrs. Walk- 
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ance consultant. The closing feature 
was a panel discussion moderated by 
Bruno J. Pinkos, Prudential manager 
at Chicago. Participants, all from Chi- 
cago, were Edward S. Dziewulski, 
Prudentiai; Raymond T. Schwade, 
John Hancock; Louis T. Urbanik, Pru- 
dential, and Vincent Cascio, Monu- 
mental Life. 

Preceding the congress, there was 
a breakfast meeting of Central Illinois 
CLU chapter, with President A. R. 
Mann, Connecticut Mutual, Decatur, 
presiding. The program was informal 
and there was discussion of the im- 
provement in the quality of agents 
that has come about because of CLU 
and other educational movements. 

Mr. Nutt in his sales congress talk 
suggested several closing devices, 
stressing the most important asset an 
agent can take into an interview is the 
prospect’s fear of the consequences of 
death. Absence of this fear presents 
the biggest obstacle, he said. The 
agent should rid himself of worries 
about propriety and morbidity, pro- 
ceeding almost to put the prospect in 
a hearse. Sold for what it is, payment 
of money at death when most needed, 
life insurance has no competition. 


Mr. Smith contended there are 
three essentials to successful under- 
writing. inspiration, information and 
determination. The agent himself must 
be sold on his product before he can 
transform prospects into policyhold- 
ers, and he must have a manager who 
can inspire and push him toward doing 
greater things. No district, he empha- 
sized. will ever rise any higher than 
its manager. The educational courses 
available in life insurance today make 
it possible for all producers to possess 
the knowledge needed for success. ac- 
cording to the speaker. He added, how- 
ever, this knowledge becomes power 
onlv when it is organized and chan- 
neled into planned action. 

Mr. Oshner opined there is an urgent 
need for a change in company atti- 
tude toward dividends, so it won’t be 
necessary “to look under a_ bushel 
basket” to determine the rate. He also 
termed a hindrance the company prac- 
tice of selecting different dates for 
“setting the cost of insurance” through 
announcement of dividend schedules. 

Agents, according to Mr. Oshner, are 
the people who represent insurance, 
and in turn the business is judged bv 
their efforts. Consequently, he said 
it is up to them to preach the gosnel 
of sound economy along with selling 
insurance so that the dollars to be 
delivered will buy something. 


Ark. Commissioner Combs 
Resiqns: McLeod Named 


(CONTINUED FROM PAGE 1) 
by Mr. Faubus. The Republican candi- 
date was Mayor Pratt Remmel of Lit- 
tle Rock. Arkansas has not had a Re- 
publican governor since 1874 and as 
was expected Faubus won by a sizable 
majority. 

Before becoming commissioner, Mr. 
Combs served for more than 30 years 
as counsel for Missouri Pacific Rail- 
road in Kansas. Before that he held 
various public offices. 

Mr. McLeod joined the department 
last January after a number of years 
in Washington as an attorney for the 
rent control administration. He is a 
native of Pine Bluff, a graduate of 
Vanderbilt University, and a veteran 
of World War II. 




























































































Lester O. Schriver, managing direc. 
tor of National Assn. of Life Under. 
writers (right) shown broadcasting , 
message of encouragement to the cap. 
tive people behind the iron curtain 
over a Radio Free Europe microphone 
in Munich, Germany. Mr. Schriver is 
shown with Miroslaw Kohak, desk 
chief of Czech Transmission of R. F. 
Mr. Schriver was among 72 American 
civic leaders who inspected Radio Free 
Europe’s overseas installations in Oct. 
ober as guests of the Crusade For Free- 
dom, the U. S. movement which sup. 
ports R. F. E. 

L. J. Taber, president of Farmers & 
Traders Life, also went on the tour in 
his capacity as past master of the Na- 
tional Grange. 





Travelers, Aetna Life 
Buy Hartford Statler, 
Lease to Hilton Corp. 


Travelers and Aetna Life bought the 
new Hotel Statler in Hartford from 
Hotel Statler Co. for $6.7 million and 
leased it back to Hilton Hotels Corp, 
which recently acquired all the assets 
of Hotels Statler Co. 

Aetna Life and Travelers held the 
original $7 million construction mort- 
gage on the hotel. Since only $6.7 mil- 
lion was used to build and get the hotel 
into operation, the two companies were 
able to buy the hotel for that sum. 
Each put up an equal amount. 

The rental fee will be about $425- 
000. The hotel is responsible for paying 
all operating expenses and has as 
sumed the responsibility of paying all 
maintenance costs. 

The purchase was largely a service 
to the city of Hartford, according to 
an Aetna Life official, although a sat- 
isfactory return on the investment is 
expected. 





$29,000 
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NAIC Group Contab Airs Federal Control Fears 


(CONTINUED FROM PAGE 1) 





vigorously for the view that if state 
laws don’t “adequately” protect its 
citizens the federal trade commission 
will consider that it has a right to step 
in, no matter how adequately the com- 
pany may be regulated by other states, 
including its state of domicile. 

Mr. Bohlinger mentioned that de- 
spite New York’s excellent insurance, 
anti-trust, and unfair trade practice 
laws the FTC still took the position 
that even if New York had the best 
possible laws it doesn’t have extrater- 
ritorial authority and hence insured in 
other states—Commercial Travelers is 
licensed only in New York—lack the 
protection of “adequate” insurance 
laws. Similarly, he said, Indiana re- 
quires prior approval of advertising 
put the FTC doesn’t consider that that 
means anything as far as non-residents 
of Indiana are concerned. 

Consequently, if the group certifi- 
cate-holder’s state of residence doesn’t 
regulate his coverage, can it be said 
that there is “adequate regulation” un- 
der state law, Mr. Bohlinger asked. 

The New York superintendent em- 
phasized that the question of jurisdic- 
tion is very important and that if the 
present temper of the FTC continues 
to prevail “they are going to be on 
your doorstep with this thing.” While 
the FTC has thus far confined itself 
to advertising claims, there is no com- 
mitment, Mr. Bohlinger pointed out, 
that the commission will not get into 
other areas. 

Mr. Query expressed doubt that the 
FTC would do so in the absence of 
complaints from the general public. 

Mr. Bohlinger replied that there was 
relatively little complaining done by 
the general public regarding deceptive 
A&H advertising, considering the large 
amount of coverage in force. The com- 
plaints, he said, came from the govern- 
ment, largely through the Wolverton 
committee, the Postoffice department, 
and the Scripps-Howard newspapers. 
The flood of complaints from the pub- 
lic didn’t come in until after the in- 
vestigation was announced. 

Discussion of federal intervention 
grew out of the NAIC life committee’s 
study of the writing of interstate group 
contracts. Earlier this month Commis- 
sioner Gillooly wrote to Robert A. 
Crichton, counsel of American Life 


approval now! 


Convention, that after reading trans- 
cripts of the discussion of this matter 
that took place at recent meetings of 
the NAIC he believed from the com- 
missioners’ comments there are three 
principal phases of the _ interstate 
group risk problem: “(1) In many 
states the majority of insureds who 
have group life or group accident and 
health insurance have been insured 
without any reference to the law of 
the state in which they reside; (2) It 
is believed that there should be a re- 
appraisal of the present method of al- 
locating premiums for tax purposes; 
(3) The master contract is not avail- 
able to the commissioner of the state 
wherein the insured resides and his 
right to see the contract has been 
questioned.” 

Mr. Gillooly went on to say that “as 
an over-all proposition I believe the 
industry should consider with the sub- 
committee the feasibility of recom- 
mending some type of legislation 
which would allow the laws of the 
state in which the insured resides to 
have some application to the insurance 
which is being written. As an absolute 
minimum, some mechanism should be 
worked out whereby the companies 
agree to make the master contract 
readily available to a commissioner 
when he has a problem concerning it 
presented to him by an insured who 
resides in his state.” 

With his letter Mr. Gillooly included 
a list of 10 questions for consideration 
with the industry committee. The first 
question was, “Is this matter a prob- 
lem that the federal government could 
possibly recognize as a field of insur- 
ance which is inadequately regulated 
by the individual states, and upon rec- 
ognizing such inadequate control and 
supervision, would be forced to pursue 
federal control of this particular seg- 
ment of the insurance industry?” It 
was this question that set off the dis- 
cussion of possible federal interven- 
tion. 

Question 2 was, “Are group master 
contracts being written in those states 
which have the most liberal laws with 
respect to group insurance? If so, are 
the laws of the states which more 
closely restrict the writing of such 
groups being circumvented?” The in- 
dustry representatives denied that this 
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was happening: there has to be a good 
reason for writing the master contract 
in a certain state. Usually it is where 
the corporation’s principal place of 
business is located. A corporation isn’t 
permitted to just pick the state having 
the most liberal group laws, even 
though it may have a substantial num- 
ber of employes there. 

Another question was whether the 
present voluntary arrangement the 
companies follow for allocating taxes 
on interstate group risks should not be 
spelled out in the laws of the various 
states. The voluntary plan is for com- 
panies to allocate premiums to the 
states if more than 500 lives are in- 
volved or to the state where the ma- 
jority of certificate holders live if 
there are less than 500. 

However, the company people 
brought out that premiums are often 
allocated even on groups of fewer than 
500. As for spelling out the plan in 
the states’ laws, it was suggested that 
this could be done more simply 
through instructions in schedule T of 
the annual statement blank, which 
deals with distribution of premium 
taxes to states. It was brought out that 
the life company plan of allocation 
differs materially from the plan that 
the casualty companies use in allo- 
cating premium taxes on interstate 
groups. 

One of the questions dealt with the 
right of certificate holders to review 
the coverage provided under the mas- 
ter contract. “It is recognized,” the 
question stated, “that the employer is 
the policyholder merely as a matter of 
convenience. Should it not also be 
recognized that the certificate-holder 
is the party being insured and, as such, 
has every right to be advised with re- 
spect to coverage which he has either 
purchased or has been allowed as a 
fringe benefit and wage increase?” 

Mr. Query said the industry believes 
there is no problem in this connection, 
since the benefits are spelled out in 
the certificates. It was brought out 
that there would be great difficulty in 
supplying copies of the master contract 
to certificate-holders, since the master 
contract is actually often a voluminous 
file of correspondence between the in- 
surer and the employer. 

Superintendent Bohlinger suggested 
that group insurers might be required 
to file a copy of the master contract in 
every state in which employes are 
covered. The company representatives 
said this would mean much additional 
work and expense. They pointed out 
that the same result could be achieved 
by supplying a copy to any commis- 
sioner who asked for a copy of a spe- 
cific contract, with the understanding 
that these would not be requested on a 
blanket basis but only where there 
might be some reason to look at the 
contract. 

The point which Commissioner Gil- 
looly raised in his letter about a com- 
missioner not having access to the 
master contract and his right to see it 
being questioned was taken care of by 
general agreement among the company 
people that any commissioner could 
see the contract as a matter of right. 
It developed that the question had 
arisen in West Virginia because of a 
bitter dispute between an employer 
and a union. 

The employer wouldn’t let the union 
see the master contract. The union 
sought it from the insurer, which re- 
sisted on the ground of that the con- 
tract was with the employer. The un- 
ion then tried to get the West Virginia 
department to obtain the contract for 
the union’s inspection. The insurer ex- 
plained that it didn’t want to get into 
the middle of a union-employer dis- 


pute and questioned whether the de- 
partment would want to. However, the 
the insurer was not questioning the 
state’s right to have a copy of the mas- 
ter contract if it decided that under 
the circumstances it wanted one. 

American Life Convention and Life 
Insurance Assn. of America offered 
three suggestions, none of which ran 
into any objections from the commis- 
sioners’ subcommittee. One of these 
would reduce the minimum number of 
lives constituting a group from 25 to 
10. The second would increase the “fa- 
cility of payment” limit from $250 to 
$500. This is the clause that permits 
the insurer to pay for funeral expens- 
es, etc., where the beneficiary may not 
be readily available. 

The third proposal would change the 
definition of group life insurance re- 
lating to group creditor coverage so as 
to avoid any possible appearance of an 
intention to override conflicting pro- 
visions in the small-loan laws of some 
states. At the request of Edward A. 
Dunbar, associate counsel of Benefi- 
cial Management Corp., the suggested 
amendment was changed to substitute 
the word “sums” for “charges,” since 
the word “charge” has a special mean- 
ing under small-loan laws and its 
presence in the amendment might 
prove embarrassing to many small- 
loan companies. 
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California Medical 
Assn. Promises AGH 
Men Cooperation 


California A&H companies were 
promised more cooperation from the 
medical profession by Rollen Waterson, 
health insurance consultant for Calif- 
ornia Medical Assn., at the California 
Assn. of A&H Insurance Managers an- 
nual meeting, Oct. 29 at San Francisco. 

Officers of the A&H Association, 
elected at the meeting, are Charles I. 
Wise, Continental Casualty, president; 
H. B. Murphy, Southern California 
Automobile Club, vice-president, and 
Kenneth Stoakes, Loyal Protective 
Life, secretary-treasurer, all from 
Los Angeles. 

Aims of the California Medical Assn., 
as outlined by Mr. Waterson, include 
modifications in fee schedules accord- 
ing to local conditions; improved 
doctor-patient relations, and public re- 
lations to advance the medical profes- 
sion and private pre-paid insurance 
coverage. Mr. Waterson warned that 
pre-paid insurance is not adequately 
serving the public in certain respects, 
and is losing customers to the Kaiser 
Foundation—a closed panel system. 

The medical association also is work- 
ing to eliminate duplicated and unnec- 
essary charges, he said, explaining that 
committees are maintained in each 
county to handle complaints and to 
force refunds on over-charges. He 
urged more uniformity of claim forms 
to reduce paper-work. 

Mr. Waterson explained that present 
comprehensive health insurance pol- 
icies, with no co-insurance or deduct- 
ibles, actually tempt doctors and hos- 
pitals to include unnecessary services. 
The insurance companies, he said, 
should control this situation in their 
policies. 

George W. Kemper, manager of the 
A&H department of Fireman’s Fund 
group offered observations on major 
medical. 

Mr. Kemper classified the problems 
of medical expenses in three general 
categories: 

“1. Normal and above normal med- 
ical care for those who do not have the 
money to pay for it. 2. Normal medical 
care for those who do have the money 
to pay for it. 

“One of the difficulties faced in de- 
veloping sound insurance programs is 
the lack of recognition of some stand- 
ard for determining normal medical 
expense cost. Insurance serves as a 
medium for averaging above normal 
expenses, not as a device for multiply- 














A sketch of the new home office 
building of Provident Life in Bis- 
marck, N. D., is shown above. The 
structure measures 150 by 60 feet and 
cost more than $1,250,000. Original 
completion date was set for March 
of 1955, but favorable building weath- 
er speeded up construction. The build- 
ing is modern throughout, including 
such features as a side walk oil circu- 
lating heating system to eliminate 
snow removal. 








ing money,” he said. 

To have a truly catastrophic cover- 
age, Mr. Kemper continued, insured 
must either self-insure his primary 
medical costs or purchase insurance to 
cover them. “In my opinion,” he said, 
“the minimum deductible should not 
be less than $500. That this premise is 
sound is supported by the fact that 
most companies which initially wrote 
lower deductibles had to discontinue 
them.” 

In explaining the difficulty of fit- 
ting older people into the health in- 
surance pattern, he said claim costs 
for 35 year old men are half of those 
for 50 year olds and a tenth of men 65. 
Although women have about 6 more 
years of life than males, they are more 
likely to spend time in a hospital or 
suffer from neurotic ailments. 


Post Bids $102 for 
United Services Stock 


WASHINGTON—Troy V. Post, Tex- 
as banker and insurance man, has 
raised his bid for United Services Life 
stock from £100 to $102 per share. This 
equals the offer of Goodwyn & Olds, 
the Washington brokerage firm which 
acted as agent for Major General 
George H. Olmsted and his associates 
in their successful acquisition last year 
of working control of USLI 

In a recent letter to USLI stock- 
holders, Mr. Post said that he does not 
intend to start a price war for USLI 
stock. According to the letter, he has 
mailed an additional check for $2 per 
share to stockholders who forwarded 
stock on his $100 per share bid. All 
stockholders who offer certificates wiil 
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New officer slate for Mutual Trust Life’s Assn. of General Agents: Seated, 


left, William E. Grof, Boston, president, with Harold H. Rapalee, Elgin, IIL, 
retiring president. Standing, left, Jerome O. Ware, Milwaukee, Ist vice-presi- 
dent; Arthur L. Tiedmann, New York City, 2nd vice-president; Bernard M. Ei- 
ber, Brooklyn, and Harold V. Hayward, Chicago, directors; Roy E. Pease, Sum- 
ner, Ia., secretary-treasurer, and Herbert L. Pick, Orange, N. J., director. 


receive the benefit of the increased 
price, Post said. 

USLI has 30,000 shares outstanding. 
The Post group is reported to own at 
least 7%, or 2100 shares, plus whatever 
has been acquired since Oct. 1. 





Losses Again Top 
Gains in Stock List 


Of the 19 most actively traded life 
company stocks for which figures are 
compiled by Shelby Cullom Davis & 
Co., New York City insurance stock 
and municipal bond specialist, seven 
showed increases and ten declines in 
asked prices. Below are the bid and 
asked prices as of Nov. 3, together 
with the changes in “asked” price 
since Sept. 29, the latest date for 
which THE NATIONAL UNDERWRITER 
printed these stock figures. 










Asked 

Bid Asked Changes 
PA BAG skssicinecccsccocsirase 130 134 —9 
Colonial _............ 82 86 —1 
Columbian Nat. 98 103 5 
Conn. General 348 355 13 
Continental Assur. 82 85 —3 
BANE  ocsccsecseese 7242 75 4% 
Great Southern 75 83 3 
gt nee 25% 26% — % 
Jefferson Standard 78 81 
Kansas City Life ... 30 0 ‘0 
Life & Casualty ... 25% 2642 1% 
Life of Virginia ........... 87 90 — 
Lincoln Nat. ....... 289 295 0 
Monumental ........... 77 80 2 
National L. & A. 67 70 —3 
Northwestern Nat 54 57 —6 
Southland Life ............... 130 138 —27 
Southwestern Life 126 132 — 8 
SERVERS sciences 1,395 1,425 50 





Maher General Agent for 


U.S. Life in Hempstead 


Edward G. Maher has been ap- 
pointed general agent of United States 
Life with offices at 250 Fulton avenue, 
Hempstead, N. Y. 

Mr. Maher entered the business as 
agent for Prudential. He was an as- 
sistant general agent with Postal Life 
and then agency supervisor for John 
Hancock. 





Tie-in Salesmen Must Be 


Licensed as Life Agents 


The Alabama attorney general’s of- 
fice has held that securities salesmen 
who offer life coverage to securities 
buyers equal to the unpaid balance on 
package purchase of securities must be 
licensed as life insurance agents. 

The opinion had been sought by In- 
surance Superintendent Longshore, 
who said that a Tennessee bank was 
offering securities on an installment 
plan and an insurance company li- 
censed both in Alabama and Tennes- 
see planned to issue policies covering 
the unpaid balances. The securities 
salesmen themselves were to supervise 
preparation of insurance application 
blanks by customers. 


Berkshire Will Have 


Two Agencies in Boston 


Berkshire Life plans to expand to a 
two-agency operation in Boston as a 
result of the death of Walter H. Bci- 
reau, Boston general agent. 

Joseph L. Speyer becomes general 
agent of one agency and until the sec- 
ond agency has been established he 
will be in charge of the entire Boston 
operation. 

He has been in Boston as assistant 
general agent for five years. He is a 
CLU. 








Postal Life Agents Elect 


A. Milton President 


Postal Life General Agents Assn. 
has elected Arthur Milton, New York 
City, president; Lester Margolis, New 
Haven, vice-president; Alexander Ro- 
tenberg, New York City, secretary; A. 
M. Civin, Buffalo, treasurer. Mr. Mil- 
ton succeeds Milton Altschul, New 
York City. 





Hits’Twaddle’ That 
Blocks Potent CLU 
Expansion Activity 


The “twaddle” of those who seem 
perfectly content with a national CLY 
roster of only 5,009 
was deplored by 
C. B. Metzger, 2nq 
vice-president of 
Equitable Society, 
in addressing the 
New York City 
CLU luncheon at 
which diplomas 
were presented to 
43 metropolitan 
area qualifiers. 

A stronger CLU 
movement would 
contribute to 
building an effective bulwark against 
the “creeping socialism” of a paternal- 
istic government, which is character. 
ized for the busines by the inroads 
made by social security and which was 
such a prominent part of the theme of 
the National Assn. of Life Underwrit- 
ers meeting at Boston, he said. 


C. B. Metzger 


The CLU designation, intended to be 
the jumping-off place in a man’s start 
in the business, all too often is his final 
stopping point, Mr. Metzger said. Many 
who climb on this springboard suffer 
“terrific erosion.” He declared he was 
bored with those in the business who 
want to keep it on such a “high pro- 
fessional level” that they fail to appear 
human. “I’ve seen too many educated 
derelicts pass out of the business.” 

His talk was a forceful complement 
to the customary charge, which was 
delivered by Samuel L. Zeigen, Provi- 
dent Mutual, president of the New 
York City chapter. Mr. Metzger ad- 
monished the chapter for trailing in 
membership and activity behind those 
in almost every other principal city, 
New York, with 557 potential chapter 
members and an enrollment of 307, for 
an average of 55.1%, is overshadowed 
by Chicago’s 88.2%, Philadelphia's 
93.9%, St. Louis’ 96.6%, Boston's 
95.2%, Los Angeles’ 79.4% and Seat- 
tle’s 100%. 

e * e 

He attacked the tendency to “lull 
ourselves into a false sense of lassi- 
tude and do little when we can do 
much,” said he often felt “appalled” 
at the weak showing of New York 
chapter members at meetings, and 
pointed out to the new members that 
“riding on the coattails of your pre- 
decessors” is the same as doing noth- 
ing. “We must raise our sights,” he 
said. “We must be the man with the 
message.” 





N. Y. Supervisors to Meet 


Life Supervisors Assn. of New York 
City Nov. 9 will hear John F. Sulli- 
van, general partner in Merrill Lynch, 
Fenner & Beane, who will discuss mu- 
tual funds and other elements in the 
money market. 





HARRY H. PIERCE, 63, vice-pres- 
ident and director of Massachusetts 
Mutual, died at his home in Spring- 
field, Mass. 

He had been with the company since 
1919. He became vice-president and 
actuary in 1944, and a director in 1946. 
He had been a member of the execu- 
tive committee since 1950. 





MRS. JULIUS C. SMITH, 59, wife of 
the vice-president and general counsel 
of Jefferson Standard of Greensboro, 
N. C., died there as a result of injuries 
suffered in a fall. 
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NOW MORE THAN EVER 


EMPLOYEE 
PROTECTION 
PLAN 





NEW YORK LIFE 





. 
New York Life Agents throughout the United States, 
Canada, Hawaii and Alaska offer their clients 


FULL CIRCLE PROTECTION 


New York Life Employee Protection Plans provide ‘Big 
Company" benefits for those who employ 10 to 24 people. 


Low Cost Coverages for life insurance, weekly disability 
and liberal hospitalization benefits. 


Ordinarily no medical examinations. Features similar to 
Major Medical. 





INSURANCE COMPANY 


51 MADISON AVENUE, NEW YORK 10, N. Y. 











Surveying the situation 


The trained Life Underwriter knows 
that a policy which is suited to one 
client may not be right for another. 
That’s why the insurance agent is also a 
surveyor—he does a lot of ground-work 
before he recommends a particular plan. 


From that ground-work and plan, he 
helps to build an insurance structure of 
strength and permanence—one that 
offers shelter to a family in time of distress, 
one flexible enough to allow for 
additional coverage when it is needed. 


Surveyor, architect and builder all 
in one, the life insurance agent 
increasingly plays an indispensable — 
and rewarding—role in the life 
of the American family. 


rovident Mutual | 
Life Insurance Cempany— 


OF PHILADELPHIA, PENNSYLVANIA 





We, in the Life Insurance business, have a continuing responsibility to provide adequate counsel to the millions of Amer- 
icans who are, or will be, our clients. We must keep abreast of the times, supporting our sales message with knowledge 
acquired through study and application. ; 

C.L.U. provides a splendid opportunity for broadening one’s base of knowledge. Through its well planned program oj 
promoting the professional concept of Life Underwriting, the agent who participates and achieves the C.L.U. designation 
is able to gain a sound base for his selling activity. Through his C.L.U. course he can acquire insight in economics, govern- 
ment, sociology, taxation, insurance law and other related fields. And, he usually sees the advantages of continued study 
during the remainder of his career. 

Thus, the knowledge that C.L.U. study can give the agent and the way in which he applies it can be the determining 
factors in a successful career for him—and in the well being of the American family he serves. 





